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Salesman, Producer, Servicer 


| Give the agent any title you wish—insurance salesman, 
producer or servicer — he remains the chief entity in the 
fire insurance business. 


Of course he is a salesman. It often requires salesman- 
| ship to make an assured take protection he ought to have, 
| especially when it is not strictly fire insurance. 


When the agent places business he has obtained in a 
company, he is exercising his function as a producer. 


As for the title of servicer, which he is given in some 
quarters, he is rendering service constantly during the 
life of a policy, whether it is by improving physical haz- 
ards, going over an insurance portfolio or doing some- 
thing else for a client. 


All this work can’t be done by the agent entirely alone. 
From time to time he must have advice, suggestions and 
help in solving his problems. 


Such assistance we are always ready to give. In fact that 
is the foundation-stone of C. & R. Companies. 


CORROON & REYNOLDS 


Incorporated 


INSURANCE UNDERWRITERS 


Manager 
ye . \ y y a 7 
92 William Street New York, N. Y. 
\MERICAN EQUITABLE ASSURANCE COMPANY OF NEW YORK KNICKERBOCKER INSURANCE CoMPANY OF NEW YORK 
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Capital $1,000,000.00 Newark, N. J. (Chartered 1949) 
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BROOKLYN Fire INSURANCE CompaANy Capital, $1,000,000.00 ' . 
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GLope INSURANCE COMPANY OF A MERI \ Philadelphia, Pa. Capital $1,000,000.00 
(Established 1862) Capital $1,000,000.00 : : er : 
Repusiic Fire INSURANCE COMPANY OF AMERICA 
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This Week: 


@ In Germany as in America the question of 
security valuations is uppermost in the public 
mind. Gerhard Hirschfeld, the economist 
whose writings are well known to readers of 
THE SPECTATOR, has contributed a study of 
German insurance investments which offers an 
insight into the general financial situation now 
troubling the Reich. 


@ Plate glass insurance presents one of the 
finest of the year round covers, and Carroll 
Tubman, manager of the Maryland Casualty 
Company’s plate glass department, has written 
an article which is a timely stimulant. 


@ Episodes in the investigating career of 
Jack O'Rourke, Philadelphia's unsung Sher- 
lock Holmes, read like fiction, and insurance 
men will be keenly interested in his clever 
metheds of trapping thieves who prey upon 
company claims men. 


@ How's business going to be next month? 
The editors of the business papers of the 
United Business Publishers present their 
monthly forecast. A sales letter, and other 
attractive features round out our last issue 
for 1931. 


Next Week: 


@ Aside from the direct production increase 
that a close follow-up of newspaper leads will 
mean to the life agent, there is an intangible 
benefit. It keeps a man on his toes. The 
life of the average paper is just twelve hours 
and opportunities neglected today are more 
often than not gone forever. Read W. E. 
Cox’s article on Newspaper Prospecting. 


@ How can 1932 Calendars justify them- 
selves by pulling a greater load, is the query 
Edgar Paul Hermann endeavors to answer in 
a typically snappy, one-page article. He 
maintains such advertising is valuable if prop- 
erly directed. 


@ The year 1931 has been an eventful one in 
all lines of insurance. The highlights of the 
twelvemonth will b2 reviewed by authorita- 
tive writers. Make the past be your guide for 
the future. Many of us have paid for the 
lessons of 1931. Make them profitable. 





A New Year 


HERE is no thrill quite equal to the acquisition 
of something new. With each purchase or gift we 
glean a pleasure well beyond the actual value of 
the article. The greater measure of our delight may 
be attributed to the train of thought that it starts. We 
will keep that cigarette lighter filled. We will have those 
shoes in trees. We will rearrange the dresser so that 
these buttons will be instantly found in their proper 
place. Always our dreams take a hopeful and optimistic 
trend toward our own potential capabilities. Always 
our impulses are directed toward improvement. The 
joy comes not so much from physical possession but 
rather from the feeling that we can do better if we try. 
All we needed is this little incentive to make us a para- 
gon of neatness and orderliness. 

For this reason the present construction of the calen- 
dar which gives us a new date line—a new year every 
twelve months is a Godsend to the human race. We 
just feel that we must treat something new some way 
different. We strive for a new mental attitude for our 
current everyday problems. As each new year ap- 
proaches, our mind runs wild with thoughts and plans 
which always eliminate from our course of action for 
the year all our faults and negligences and superim- 
poses every desirable virtue and talent. We happily an- 
ticipate the coming months because we are firm in our 
conviction that we are going to tackle our job with an 
energy and a spirit which will force, through its suc- 
cessful accomplishment, the grudging applause of our 
fellow workers. We are thoroughly happy at the pros- 
pects that our imagination portrays of our ideal worker. 
It’s a pleasure to even think of that ideal as ourselves. 

From this human faculty has developed the custom 
of new year’s resolutions. Through these ofttime frail 
devices, we agree with ourselves to live up to the pic- 
ture we have painted. Even if business is hard to get 
and money is scarce, THE SPECTATOR is confident there- 
fore that its wishes for a Happy New Year to each and 
all of its readers and to everyone engaged in the insur- 
ance business will be received at a time when all are 
aglow with the conviction that 
their happiness and success for Y 2 
1932 is assured if only they will Are A . 
make practical application of their 
present dreams. 
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PUT DOWN TWO AND 


See Oe ee = wns 





CARRY ONE 


By CARROLL TUBMAN 


Manager, Plate Glass Department 
Maryland Casualty Company 


N the little red school house of years ago, we learned 
the old-fashioned methods of ’rithmetic, three times 
four are twelve, put down two and carry one. 

Some of us apparently have not outgrown the habit 
because the statements so often made public show how 
the insurance solicitor has not exhausted his possibilities. 
Would you consider yourself a good fisherman if you left 
a pool after landing one fat trout, knowing that there 
were several more shiny fellows who would bite if you 
simply threw them the bait? Yet, day after day the in- 
surance fraternity neglects the teeming waters and leaves 
them to the self-insurer. 

Authoritative figures show that only approximately one- 
third of the plate glass store-frontage of the United States 
is insured. Here is a case where the agents have put down 
two and carried one. Besides the store-front section there 
are other lines of glass to consider. 

The amount of automobile glass premiums to be had is 
stupendous. The roadways of the country have scarcely 
been looked at, let alone scratched. There are 23,000,000 
passenger vehicles in operation in the United States and 
each one is worth $5 in premiums to the agent who asks 
for it. There are positively hundreds of auto drivers who 
are ignorant of these particular small-premium policies. 
And would jump at the coverage offered—IF the agent 
offers it. 

No insurance man in these times particularly—and 
at all other times for that matter—can afford to pooh- 
pooh the small-premium policy. Time after time, year 
in and year out the little policy leads the eyes-open 
solicitor toward the lines that pay the big commissions. 
And many a luckless agent has lost a big account because 
he forgot about the little thing that the assured did not 
forget. 

Every man who reads these lines has seen a solicitor 
scratching a reflective brow “wondering where to strike 
for a piece of business.”” That man need only go out upon 
the sidewalk and he will find plate glass prospects imme- 
diately in front of him. And only one-third insured. A 
man would have more trouble finding a bootlegger. 

Insurance men must be attentive churchmen because so 
few of them have let their thoughts stray to the point, 
“T wonder who insures these splendid memorial windows.” 
Windows that have cost thousands of dollars and all 
waiting helplessly and silently for that big wind that 
sooner or later will blow them out entirely or damage 
them tremendously. Waiting also for the insurance man 
who will cover them with a worthwhile glass policy. 

An ancient Greek said that the eye is the window of the 
soul. Walk through any business street and see the win- 
dows that are the eyes of the stores. Eyes that are like 
the roguish eyes of laughing girls, eyes of more sombre 


THE SPECTATOR 
December 31, 1931 






















Approximately one-third of the plate-glass store frontage of the United States is insured 


mien that betoken the grave and sober 
shopkeeper looking carefully after his 
ware. Also, see the eyeless sockets 
where wind or vandalism has taken its 
toll or where it is only cracked as if 
to ape some wastrel who has been out 
carousing all night. All these are eyes 
that beckon and say, “We need insur- 
ance, we seek insurance. Cover us with 
policies that carry premiums to rejoice 
the soul and, more important to you, 
with commissions that will help com- 
fort the stomach.” 

The development of the modern de- 
partment store has made prominent 
the principle of collateral sales and 
cost-equations. The luckless husband, 
trailing his determined spouse down 
the long aisles, wonders why he has 
to traverse such a wilderness of costly 
profusion to purchase a bargain-price 
article on which his wife has set her 
eye. Ah, man, there’s the rub! It is 
because you stop along the way of 
enticement and purchase goods of a 
profitable basis that the wily merchant 
is enabled to sell the other article at 
a loss, if not at cost. 

In the insurance business there are 
certain lines that are hazardous and 
some even more so. It is touch and go, 
year in and year out for the company. 
Other lines offer greater opportunity 
for profit because the exposures are 
fairly consistent and the catastrophe 
an occasional occurrence though never 
entirely absent. Despite its modest 
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contribution to the common purse plate 
glass insurance has steadily held its 
head across the wire at the year’s end, 
together with other lines that meant 
profit. 

And we must not speak only of the 
advantage of plate glass lines to the 
agent and the company. It has its 
legitimate place as sound protection to 
the assured, and stands absolutely in 
the front rank of those that render 
service. I am not joking when I say 
that thousands upon thousands of 
storekeepers spending every energy in 
attracting the shopping throngs would 
far rather have a broken finger than 
a broken show window. 

To those close to the scenery the 


great theatrical spectacles seem simple 
things. A little paint here and a little 
gilt there, a shapely lassie here and a 
booming basso there and the thing is 
done. But it took skill and artistry 
and wages and the sweat of man to 
weld the whole mass upon which the 
curtain rises so pleasingly. And if the 
paint got scratched or the girl broke 
that finely-modeled leg, or the basso 
caught cold, what then? 

Merchants are not equipped to serve 
themselves as can the plate glass spe- 
cialists. And aside from service, the 
merchant’s budget is not always so 
nicely balanced to absorb the financial 
loss involved. 

(Concluded on page 11) 








This article is about plate glass insurance, a field, 
says Mr. Tubman, where the agents have “put 
down two and carried one” because the figures 
show that one-third of the plate glass store- 
frontage of the United States is insured. Church 
windows and automobile windshields also go 
uncovered. The chief problem of the agent is 
just where to start when there is so much to 


be had. 














Looking at Fire Insurance 


HE unfavorable features of 

the fire insurance business 
during the past year were all 
actualities while those aspects 
which might be considered as 
beneficial were for the most part 
“psychological.” There is no 
denying the unpleasant facts. 
Premium volume was decidedly 
cut down and the business that 
was placed on the books was se- 
cured at a higher expense ratio. 
The banking end of the business 
was naturally hard hit, depreci- 
ation of securities in some cases 
being extremely severe. The col- 
lection problem was a tartar all 
year. The companies are thank- 
ful that they were spared large 
conflagration losses. 

The only basis of comparison 
which will admit optimism is 
the relative standing of insurance 
in the general business world. 
Viewing conditions from this 
angle, fire insurance has much to 
be thankful for. Very few car- 
riers struck their colors during 
the year. There were a great 
many consolidations and mergers, 
it is true, most of them resulting 
in a stronger reserve for out- 
standing liability. Several of the 
large fleets consolidated some of 
their smaller member companies 
and other companies reduced 
their capital. These develop- 
ments are not without permanent 
value as there has long been a 
feeling that the business was 
over-capitalized and that the field 
had too many companies. 

For the agents it was a year of 
new business methods. Leniency 
in premium payments, practised 
for so many years, was found to 
be out of the question. Many 
agents were forced out of busi- 
ness through their laxity in this 
respect. Not all of them, of 
course, were undesirable, but it 
cleared the field of a lot of dead 
wood. The agents who come 
through the tribulations of this 
depression will be better agents 
for it in future. 

It is notable that there has been 
less agency-company strife than 
in prosperous years. Develop- 
ments during 1931 indicate that 
the companies and their agents 
have at last found the road to 
harmony. 


Editorial 


With the Editors 





BRUCE BARTON SAYS 


JN a recent editorial article printed in 
the New York Tribune and copy- 
righted by McClure Newspaper Syndi- 
cate, Bruce Barton concluded an earnest 
selling argument for life insurance with 
the following statement: 

“We were all carried off our feet by 
the new theory of investment in 1929. 
Bonds and insurance were out of date. 
Common stocks were the one sure way 
to fortune. 

“Now the pendulum has swung back. 
The old-fashioned ideas are in style 
again. It is a time when insurance com- 
panies ought to double their advertising 
and insurance salesmen their efforts 

“When we were prosperous we some- 
times regarded these salesmen as a nui- 
sance. Today their wares are as rivers 
of water in a dry place; as the shadow 
of a rock in a weary land.” 











Nineteen thirty-one, from a fire 
insurance viewpoint, in_ short, 
has been a year in which the gods 
have not been kind, but a year in 
which adversity has been met by 
managers and producers’ with 
ability and courage. 


The Lessons of.1931 


HEN the casualty and 

surety companies all over 
the country close their books to- 
day, they will doubtless heave a 
sigh of relief that the troubles of 
1931 are largely over. Their atti- 
tude toward the future is that it 
can not possibly be worse. The 
times will be hard, and the vision 
of generous reward for tireless ef- 
fort during 1932 is somewhat 
blurred. 


It is significant this year that 
company executives, underwriters 
and production men are viewing 
the future without false optimism. 
If anything, their outlook is pessi- 
mistic, though it conclusively 
shows that current problems and 
reverses are being met without 
superficiality, but with courage and 
skill. 


For all its difficulties, 1931 
brought back a return to saner and 
more economic practises. Waste- 
fulness, inefficiency, and haphaz- 
ard methods born in the rush of 
prosperity were ruthlessly slashed. 
Insurance department officials rec- 
ognized more than ever the com- 
panies’ collective positions, and 


did not hinder necessary rate in- 
creases and revisions. Closer co- 
operation among companies for the 
best interests of the business at 
large was established, and policy 
forms and schedules were revised 
to provide for greater adequacy 
and less waste. 


In short, though 1931 proved to 
be one of the worst years ever ex- 
perienced by American business, 
and the insurance business in par- 
ticular, it taught lessons which will 
be long and profitably remembered 
wherever insurance is underwrit- 
ten and sold. 


A Year of Progress 


HE year 1931 has been a red 

letter one for life insurance in 
that it has emphasized in the minds 
of the general public the impreg- 
nable position the business occu- 
pies in the world of finance. With 
all manner of standard securities 
plunging to new lows the life in- 
surance policy reflects no part of 
the general decline; its guaranteed 
value remains the same as in the 
banner days of the golden late 
twenties. 
Not that this mathematical cer- 
tainty had to be proved to the ac- 
tuaries and executives charged 
with the companies’ investment 
work, but it has been a most 
healthy influence on the business 
to have this comforting proof of 
merit held aloft for the world to 
see and acknowledge with grateful 
appreciation. 


That the public has so appreci- 
ated the true value of a life insur- 
ance policy is proved by the fact 
that it has bought more than six- 
teen billion dollars worth of new 
life insurance, a tremendous gain 
in volume of insurance in force ex- 
ceeded only by the banner produc- 
tion of 1929 and 1930. This amount 
represents an increase over the 
average gain for the last ten years 
by nearly ten per cent, and it sees 
the year of depression close with 
fifty-four per cent of the nation’s 
population insured and with the 
policyholders’ beneficiaries having 
collected during the twelve-month 
period the staggering sum of 
$2,600,000,000 in benefits, consid- 
erably more than half of which 
went to living policyholders. 
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And so it will remain. - 
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Time 
Weekly News Review 


Judge Charles |. Dawson of Louisville, 
Ky., elected president of the Missouri 
State Life to succeed Hillsman Taylor, 
resigned. 





George B. Scott, retired vice-presi- 
dent of the Metropolitan Life, dies. 





American Life Convention affirms 
faith in fundamental soundness of farm 
loans as a safe and basic investment for 
life insurance funds. 





Suit filed against Kentucky Actuarial 
Bureau by State auditor charging im- 
proper filing of fire insurance rates. 





Fire insurance companies held liable 
on policies covering Alabama property 
which burned following a dynamite ex- 
plosion. 





Merger of the Chicago Fire & Marine 
and the Lincoln Fire of New York 
formally completed. 





New York Fire Insurance Exchange 
plans increase of minimum premium 
from $2 to $5. 





Mid-year convention of the National 
Association of Insurance Agents will be 
held in Cleveland. 





A. C. Martin sworn in as deputy su- 
perintendent of Missouri Insurance De- 
partment. 





Eagle Fire of Newark pays regular 
quarterly dividend of 25 cents a share. 





Maryland Casualty Company omits 
quarterly dividend due for consideration 
at this time. 





Nebraska health and accident com- 
panies oppose move on part of attorney 
general for reform for policy clarifica- 
tion. 





Walter H. Bennett protests Georgia 
compensation cost ruling as illegal. 





Travelers insurance Company de- 
clares quarterly dividend of $4 a share 
as an extra dividend of $2 a share. 





Court orders liquidation of Prudential 
Casualty and Surety Company of St. 
Louis, Mo. 





Liquidation of Pacific American Fire 
begins. Liverpool and London and 
Globe assumes outstanding liability. 





Robert P. Hare, Jr., appointed South- 
ern manager of the Insurance Company 
of North America. 





Insurance disbursements for the year 
estimated at more than three and a 
quarter billions of dollars by Vice-Pres- 
ident B. D. Flynn of the Travelers. This 
eclipses all previous records. 





Prudential Insurance Company of 
America has largest November in his- 
tory, issuing more than a million pol- 
icies in honor of President Duffield. 


THE SPECTATOR 
December 31, 1931] 


























hyphen Smith 





Don’t you remember me? 


SOUNDINGS 


——— By ROBERT WADE SHEEHAN—————* 


T’S a pity that international finance is so 
iT complicated. Otherwise we might give 
our tired and ineffectual statesmen a va- 
cation and turn the whole question of debts, 
reparations and trade balances over to the 
good people of Taos, New Mexico, for ex- 
ample, who are sensible, stouthearted and 
withal, gay and poetical. Their cure for de- 
pression is described in the following circu- 
lar distributed throughout that community: 
To the people of the County of Taos: At- 
tention! A new idea! 

There is very little money this year. 

We are going to establish an open market 

in the Plaza of Taos. 

Come in your wagons and trucks one day 

each week. 

We are going to trade among ourselves 

and with the Indians, our grain, fruit, al- 

falfa, vegetables, meat, wool, herbs, blan- 
kets, and whatever else we have! 

Bring your things to the plaza here in 

Taos, Saturday, and all the Saturdays that 

follow. 

Then we will be able to dance on the Satur- 

day nights! 

Why not, it occurred to me after reading 
the above, an international market day? The 
Americans could come to the fair with their 
nockets bulging with Foreign I.0.U’s which 
they could exchange for various products 
such as a half dozen German Schnaps-Buden 
equipped with lady orchestras, the Louvre 
in Paris and perhaps Windsor Castle which 
Henry Ford would doubtless be glad to pur- 
chase for his Dearborn museum. 

But alas, I am informed, foreign debts 
must be paid in gold, of which there is not 
nearly enough, or in the kind of goods which 
our tariffs prohibit, or in other services 
which we don’t want. With obstacles such as 
those, it will be a long time before we will 
have dancing on the Saturday nights. 


l’ve been here before. 

















Tide 


Current Economic Trends 


A survey by George A. Miller in the 
New York Evening Post shows that for 
the week ending Dec. 19 life insur- 
ance companies made 66.4 of their in- 
vestments in bonds with 29.3 per cent 
in loans and mortgages and 4.3 per 
cent in stocks. United States Govern- 
ment Bonds led with 55.7 per cent or 
$16,000,000. Loans on dwellings and 
business property accounted for 24.0 
per cent, farm mortgage loans were 5.3 
per cent, real estate bonds 3.0 per 
cent and public utility bonds 3.9 per 
cent. For the year, bond investments 
were 50.6 per cent, mortgage loans 
43.9 per cent and stocks 5.5 per cent. 





Dun’s Statistical Record shows bank 
clearings for the latest week in 1931 
of $5,447,761,000; for the same week 
of 1930 they amounted to $7,377,- 
619,000. 





Freight car loadings, latest week of 
1931, were 613,534; similar week. 1930 
they were 744,443. 





The New York Emergency Work and 
Relief Bureau reports 29,380 unem- 
ployed men and women olaced in 
“made jobs” their wages being paid 
from the $18,000,000 fund raised by 
the Committee. 





Irving Fisher’s Commodity Index 
shows prices for all commodities (120 
items) dropped for the week of Dec. 
24 to 66.7 from 67.0 the week of Dec. 
18. The same Index shows that the 
domestic purchasing power of a dol- 
lar in wholesale markets increased 
from 149.3 on Dec. 18 to 149.9 
Dec. 24. 





Bonds on tne New York Stock Ex- 
change closed the week of Dec. 24 
well above Dec. 17 loans. 





The All Bond Index increased to 
83.2, an increase of 3.2. 





The Guarantee Trust Company’s 
monthly survey finds the situation at 
the moment considerably more encour- 
aging than it was two months ago. 





The Tariff Commission reports the 
average weighted cost of domestic 
crude petroleum is $1.90 a barrel for 
1927-30 compared to $1.15 for foreign 
petroleum delivered to the Atlantic 
seaboard. The report states the aver- 
age cost of producing domestic gaso- 
line in 1930 as $7.62 a barrel compared 
to $6.70 for gasoline refined in foreign 
countries. 





Henry T. Rainey, majority leader of 
the House of Representatives in a pol- 
icy statement indicated his party's 
determination to resist any reopening 
of the debt question and also to modi- 
fy the administration's tax increase 
plan so as to “compel entrenched 
wealth to pay the share of carrying 
on this government it ought to pay.” 





A general strike in the mines of 
Harlan and Bell Counties, Kentucky, 
starting Jan. 1, was made at a National 
Miners’ Union mass meeting. 
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A Study of German Insurance 


HE story of the German insurance 
business during the last three 
decades is not one of gradual de- 
velopment. In fact, the story cannot 
be explained in one chapter; it has to 
two even three chapters: the 
insurance business before the war; 
during the period of inflation, and since 


be or 


then. At the end of 1913 the capital 
investments of German government- 
controlled life insurance companies 


amounted to $1,300,000,000. At the 
end of 1929 the total assets of a/l Ger- 
man insurance companies were only 
$1,000,000,000, and one year before 
they stood at about $820,000,000. 
Insurance companies in Germany 
prospered before and during the war; 
they are prospering again since 1925; 
but two favorable de- 
velopments lies a gap as deep as the 


between these 


ocean, the period of inflation which 
brought the Reichsmark down to 
depths where you could get 4,200,- 
000,000 marks (paper marks, of 
course) for a single dollar. Did the 
German insurance companies have 


anything to do with inflated currency? 
By all means, and to such an extent 
that this inflation all but wiped out 
the insurance business. 

It is hard for anybody who has not 
actually faced a period of extreme in- 
flation to visualize its effects upon 
insurance. Here are some facts which 
give an insight into the disastrous re- 
sults: up to 1918, a life insurance of 
25,000 marks or $6,000 could easily buy 
a house, in 1920 only the furniture, in 
1922 one could be happy to buy a pair 
of pants, and at the end of inflation 
it was not even enough for a postage 
stamp. Premiums were not 
at all, since they were entirely with- 
out value. The of insurance 
companies shrank to practicaly noth- 


collected 


assets 


ing. And the German insurance busi- 
ness had to start from scratch once 
more. It is true that the old assets 


were “revalorized,” but this late recog- 
nition of old values is rather insig- 
nificant: revalorized investments today 
amount to less than $100,000,000 or not 
even 10 per cent of the total invest- 
ments of all the insurance companies 
regardless of the fact that assets be- 
fore inflation were 25 or 30 per cent 
higher than today’s total figure. 


Since the old reserves disappeared 
in the turbulent inflation period, it is 
clear that in the six years since then, 
German companies had not much of 
an opportunity to accumulate reserve 
funds. Financially speaking, they are 
standing on a rather thin foundation. 
On Dec. 31, 1930, some 276 companies 
had a stock capital of not more than 
$155,000,000; compare this with total 
insurance branches 
amounting to $1,000,000,000 and 
remember that the total amount of 
life insurance alone is figured at about 
$3,000,000,000, and you have a rather 
accurate picture of the thin backing 
of German insurance business. 


investments of all 


Out of the lack of adequate reserve 


funds arises the need for liquidity. 





Adolph Hitler 


The head of the Facist party in Germany, 


Herr Hitler may come into power. He 
favors renunciation of reparations 
The unsteady economic conditions 


which are characteristic of present-day 
Germany, prevent the companies from 
throwing the bulk of their assets into 
any one investment field particularly, 
such as bonds or mortgages or real esy 
tate. It will be seen from the subse- 
quent survey of investments of German 
insurance companies that they are dis- 
iributed over a wide range so that 
eventual liquidation is made as easy 
as possible. In the following it is 


xk 


This study of German Insur- 
ance Investments offers an insight 
into the general financial and 
economic situation existing in 
Germany, It is interesting to see 
that the question of valuations 
is uppermost in Germany as it is 
in America. Other problems they 
have to face are the flight of 
capital from the country and in- 
flated currency with its co-evils. 


x wk * 


proposed to look into the investments 
of four of the largest private insur- 
ance branches, namely, life, fire, fire 
and transportation, and reinsurance. 
Total assets of the German private 
life insurance companies amounted, in 
1928, to $366,000,000 and rose, during 
the following year, to $506,000,000. 





The proportional distribution of this 
latter amount is as follows: 
Per Cent 
ED, .. cnt hbewn ewe weiaeer 38.0 
Re-valorized investments....... 18.0 
DEE ictshedtesecaieseas 8.5 
Deferred premiums ........... 7.0 
Public utility loans............ 5.0 
SD ne osncncsccecnervess 4.5 
Cash and in banks............ 4.5 
Stockholders’ obligations....... 3.5 
Ec enseveveeueksaewe 3.5 
Di pct ee eee e eens te 3.0 
Industrial and other holdings... 1.0 
Due from other companies..... 0.5 
PED Sit cacncdaaehenex 3.0 
100.0 
Total assets of the 27 leading re- 


insurance companies were estimated in 


1927 at about $123,000,000, rose in 
1928 to $155,000,000 and in 1929 to 
$182,000,000: 
Per Cent 
PCO CEE EET EE CEL 60.0 
i cee Suclat te cea bh a har cs ao al 16.0 
Due from other companies..... 10.0 
Stockholders’ obligations....... 5.0 
Cash on hand and in banks.... 4.0 
TCE 6, 4¢areksnens ee ow ne 2.5 
OY «cuenta dé eee ee ees es 2.0 


Industrial and other holdings. . } 


SEE Suneccvcsdectcéees FRE 
Public utility loams........... | 

100.0 
Total assets of 28 of the leading 


fire and transport insurance companies 
were at the end of 1927 estimated at 
about $122,000,000, one year later at 
$130,000,000 and in 1929 at approxi- 
mately $133,000,000: 





Per Cent 
Stockholders’ obligations....... 26.5 
ir See 14.0 
Industrial and other holdings.. 11.5 
III 5. es Sn nes oe dg ik Cs Sc wa wo 11.0 
Cash on hand and in banks.... 10.0 
DT vcaseaseeseenenensse 10.0 
PERE Se Sarees ee 7.5 
Public utility loans............ 3.0 
Due from other companies... .. 2.0 
RS 4.5 

100.0 
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Their Funds 


By GERHARD HIRSCHFELD 


Total assets of the 21 leading fire 
insurance companies (incorporated) 
amounted to $22,600,000 in 1927, to 
$27,600,000 in 1928 and to $36,000,000 
in 1929. 


Per Cent 


is 


Stockholders’ obligations....... 
Cash on hand and in banks.... 
BeSwurities 2. cccccccccscsccecss 
OUCBERMGIMR 2c ccc ccccccccccces 
WS ac ck chee eb denwres 
OE nce nc ct ctineceresss 
Due from other companies..... 
Industrial and other holdings. . 
Public utility loans............ 
Miscellaneous .....ccccccccccs 


rs 
VIMHOr DS 
SCOOSMMNNS 


mo 
noo 





100.0 


This is the proportional distribution 
of assets in the various branches of the 
German insurance business. A better 
picture of the average investments 
gives the statistical summary of the 
total assets of German insurance com- 
panies. It has been stated above that 
their total assets are approximately 
$1,000,000,000; the precise figure was 
$1,047,620,000 in 1929 which compares 
favorably with that of the preceding 
year, which was $818,000,000 only. 
The proportional distribution of these 
assets was, as follows: 





Per Cent 
NS SPT CCL TTT CCC TT Tee 25.0 
DEEL: cocoevesescocccuseagecs 10.0 
Re-valorized loans............. 9.25 
Stockholders’ obligations....... 9.0 
Cash on hand and in banks.... 6.25 
BOGGS CORRES. 2 cc nvivccsevisseszes 6.0 
Due from other companies..... 5.5 
Outstanding ...cccccsccsccecs 5.0 
Deferred premiums..........+- 3.5 
Public utility loans........... 3.0 
Industrial and other holdings... 2.0 
Policy loans ane ew en aees 1.5 
ee ee PPT TTEEETT ELT LL 14.0 

100.0 


How does this compare with pre-war 
investment policies of German insur- 
ance companies? Here is a statistical 
survey covering the investments of life 
insurance companies (of private com- 
panies, we must remember, because a 
certain portion of the German insur- 
ance business, social insurance, is in 
the hands of Federal and State gov- 
ernment) for 1914; it shows this pic- 
ture: 
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Per Cent 


Mime GROMER 2 oc cccvecssccacvce 1.8 
eee Perr eer eee 80.4 
Public utility loans............ 4.9 
OE ORES TT TTT Te 4.6 
POT POOR ccc cccccesccceens 8.1 
MiscellaneouS .......sseseee8. 0.2 

100.0 


And even after the war, the situ- 
ation, as far as investments are con- 
cerned, was totally different from the 
one described above. Here is the pro- 
portional distribution of the invest- 
ments of private life insurance com- 
panies for 1925: 


Per Cent 


pn BETTE U TLE CTT 54.34 
PE MM. cociewessevvesae oo Selee 
DY c Cena eso tendewan wets 13.40 
Es on cuneegedeces tea 2.85 





Heinrich Breuning 


Germany's Chancellor who has been making 
a valiant effort to stabilize his country’s 
uncertain economic status 


Public utility loans............ 0.75 
Miscellaneous 2.59 


100.00 


It is of particular interest to remem- 
ber in which way German as well as 
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Companies and How They Invest 


foreign insurance companies handled 
their investments before the war. The 
Swiss market which was, back in 1910, 
very international in scope, shows the 
situation indicated in Table VIII. 


In line with world developments, in- 
vestment policies of German insurance 
companies have taken an entirely dif- 
ferent course. The final aim is as 
broad a basis as can possibly be 
created, not only for the sake of 
liquidity, but also for that of security. 
Other factors play a part in this 
changed investment policy which, in all 
probability, will be even more marked 
in the future. Up to July, German 
insurance companies were allowed to 
invest in foreign markets, in the 
Netherlands, in Switzerland, in Scan- 
dinavia and so on. But with the 
capital flight from Germany, which in 
mid-summer reached unheard-of pro- 
portions, a government decree was 
issued, with the effect that today 
German insurance companies have to 
look around in their own country for 
investment possibilities. 


Problem of the Day 


The greatest problem German com- 
panies are facing now, is how to meet 
the depreciation in values and how 
to value their assets in their balance 
sheets. Market prices fluctuate to 
such an extent that they afford no safe 
basis of calculation. Since the end of 
1930, the total index of all securities 
has, up to Sept. 11, 1931, declined from 
78.17 per cent to 53.01 per cent. The 
total index of German securities (with 
a fixed rate of interest) fell in the 
same period from 98.22 to 88.66, and 
the index of German loans in foreign 
countries even from 85.43 to 65.11. In 
view of these alarming declines Ger- 
man insurance companies are demand- 
ing a new law which would enable 
them to get away from these fluctua- 
tions. Just which course is to be 
chosen, is not quite clear yet. In Den- 
mark, the companies base their valu- 
ations on the average market price for 
the last ten years. In France, either 
the purchasing price or the market 
quotation, whichever is lower, is taken. 








Table VIII 

Swiss German French British 

Companies Campanies Companies Companies 
ee eee ee 4.46 2.00 2.22 3.58 
aio 5 Binns Ub -& aie wn ew a ere eo 59.20 80.23 5.57 23.28 
ree Tey eee 4.11 1.13 18.00 7.62 
Es co ea +a Ree ee -_ 2.70 2.45 63.16 46.19 
tes a a dc he ae pick G7, ee ee 5.47 9.82 3.10 5.99 
Cash and due from companies. . 1.04 0.67 0.35 1.20 
TN FOP aaa ee ee 3.02 3.70 7.60 12.14 
100.00 100.00 100.00 100.00 
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IT READS LIKE FICTION 


The Every-Day Experiences of Jack O'Rourke, 
Claims Investigator, Are the Stuff of Which 
First Class Detective Yarns Are Manufactured 


E reard much about agents 

and how they do it.” We 

hear much, too, about com- 
pany officials and what they are doing 
and what they have to say. But we 
seldom, if ever, hear about the investi- 
gator, who often faces death and many 
a time goes days without sleep in order 
to cut down losses and help keep rates 
from jumping and commissions from 
decreasing. 

An investigator is a detective plus. 
He must know all that a detective does 
and then some. He works on a crim- 
inal case, solves it and then has all the 
credit go to regular police detectives. 
Once in a while a newspaper will print 
his name as “the insurance company 
investigator.” He is unknown, un- 
sung and unhonored. He is merely the 
chap who does all the work. 


The Mute Miltons 


And so today we are giving honor 
where honor is due. We are telling of 
one investigator and some of his work. 
If the story may read as though it 
were better suited for “True Detective 
Stories” rather than an _ insurance 
journal, bear in mind that while we 
have often heard that there is romance 
in insurance, there is adventure too— 
sometimes too much adventure—and 
that the investigator is the one who 
finds it. 

Our subject is J. H. O’Rourke, Jr., 
better known as Jack O’Rourke, inde- 
pendent investigator for insurance 
companies in Philadelphia. 

As O’Rourke puts it, “In my experi- 
ence I have had a great many inter- 
esting cases. Many of the most inter- 
esting, however, were of such a nature 
that for obvious reasons the facts re- 
garding them cannot be published. So, 
in giving some of the cases I have 
handled, I am confining myself to those 
where the facts are not of a confiden- 
tial nature and to those which have 
already been in the public print.” 

But first let us introduce Jack 
O’Rourke. He is 35, although he looks 
much younger despite his graying hair. 
He started his career as a reporter 
on the Philadelphia Inquirer and, per- 


By E. S. BANKS 


haps, that explains his subsequent 
career. For in those days, reporters 
actually were detectives in many cases, 
taking pride in solving cases and con- 
sidering it just part of their work. 


Detective vs. Investigator 


Undoubtedly, O’Rourke would have 
remained a newspaperman but for his 
forgetting to get a picture one night. 
And so, by mutual request, he severed 
his newspaper connection. He joined 
the Retail Credit Company, an insur- 
ance inspection agency, as an investi- 
gator, leaving that organization to be- 
come connected with the New York 
Life. When he resigned four years 
ago, to go on his own, he was district 
inspector of the Middle Atlantic States 
in charge of all death claims, disability 
investigations and inspections. 

Why did O’Rourke branch out as an 
independent investigator for insurance 
companies? As he puts it: “Because of 
the fact that my experience and con- 
tacts taught me that there is a very 
real need for a competent, experienced 
investigator, who has been trained 
along insurance lines, particularly by 
life insurance companies. 

“I know that the cleverest investiga- 





J. H.O’Rourke, Jr. 


tor, lacking the specialized knowledge 
of the vital and pertinent points which 
often are the crux of the whole case 
in an insurance defense, cannot produce 
the results which the companies re- 
quire. 

“There is all the difference in the 
world between a detective and an in- 
surance investigator, in that the insur- 
ance investigator must have every- 
thing a detective has and more. He 
must know what he is after and how 
to get it, in a diplomatic and yet posi- 
tive manner. Detecives can make mis- 
takes. Personally, they are usually 
judgment proof and if legal proceed- 
ings are brought against the Common- 
wealth for their errors, a judgment is 
never rendered—the case is continued 
until it finally passes into oblivion. 
An insurance investigator cannot make 
mistakes. Actions brought against the 
company that he may represent would 
be costly, if not in one sense, in an- 
other. Few insurance inspectors can 
ever be developed into investigators. 
Confirmed generalities are sufficient for 
an inspector. These however, are value- 
less in claim investigations. There, 
concrete, vital, specifically and definite- 
ly fixed facts must be had. 


Qualifications Necessary 


“I have heard it said that investi- 
gators are born, not made. I am in- 
clined to agree, particularly insurance 
investigators. I would say that just 
a few of the qualifications necessary 
to conduct successfully insurance in- 
vestigations are intelligence, poise, 
diplomacy, confidence, initiative, cour- 
age and adaptability. As regards the 
latter, we are at one time mingling 
with the riff-raff around the wharves 
and often the next logical informant 
may be of the elite. 

“In addition to those qualifications 
mentioned, the insurance investigator, 
whether it is a life, accident and 
health, surety, burglary or liability 
claim, must know the coverage, the 
policy provisions, what constitutes a 
breach of warranty and just how to 
fix the facts determined to meet the 
legal requirements.” 
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What is the insurance investigator 
up against? Just read on. Not so 
very long ago, Atlantic City was in the 
throes of a crime wave. Mayor Bach- 
rach took personal charge of the police 
force, cancelled all time off and put 
the force on double duty. But it re- 
mained for O’Rourke to end the crime 
wave. 

Among the holdups was one of the 
Yellow Cab Company. And the South- 
ern Surety was on that loss. O’Rourke 
was the Southern’s investigator. His 
investigation led him to believe that it 
was, in a sense, an “inside” job. For 
not only were the burglars familiar 
with the trick telephone switchboard 
but also with the more tricky starting 
apparatus of the cab. So he checked 
up on previous employees, finally had 
the picture of one identified as one of 
the stick-up artists. Then a series of 
raids, starting in New Jersey at 1.30 
a. m. and ending in Philadelphia at 
2.30 a. m. Several days later another 
early morning raid. The gang was 
broken up, the money recovered and 
the crime wave was over. But twice 
during that week, O’Rourke went forty- 
eight hours without sleep. 

Here’s one case that reads like 
fiction. A woman died in upstate Penn- 
sylvania town. The coroner called it 
accidental resulting from illuminating 
gas poisoning. If true, it means a 
double indemnity life claim. 

But, when O’Rourke had finished his 
investigation, the accidental death had 
turned into murder and a man was in 
prison awaiting trial. 

O’Rourke learned early in his in- 
vestigation, that the coroner had never 
seen the woman but had issued the 
certificate on the word of the physician 
who had been called in. The story of 
what actually happened, as O’Rourke 
unraveled it, was this: 

The woman had been living with a 
man, who had her take out a life in- 
surance policy payable to him, under 
an assumed name and in the guise of 
a relative. They quarreled and the 
woman threatened to leave him. On 
the day she had promised to part with 
him, the man choked her. He then 
turned on the gas and left to establish 
an alibi for himself. He returned with 
some friends. They broke in the door 
to find the gas on and the woman un- 
conscious. A physician was called in. 
The woman, he said, was still alive. 
She died early the next morning. The 
doctor and the coroner called it an 
accidental death from_ gas. But 
O’Rourke found someone who remem- 
bered seeing marks around her throat. 
The body was exhumed and the marks 
were plainly visible. The man was 
arrested, confessed and died in jail 
while awaiting trial. 
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And here is another case that 1s 
stranger than fiction. About a year 
ag», in the anthracite belt of Penn- 
sylvania, and ex-miner died. Nothing 
startling about that but there was 
when it was discovered that he was a 
sufferer from anthracosis who _ sub- 
sequently developed tuberculosis, that 
he was a chronic drunkard and that 
there were five life insurance policies 
on his life, in five different companies 
ard under five different names. 

And that is what the investigation 
disclosed. That a saloon keeper, in 
league with a crooked clique of doctors, 
lawyers and agents, had taken out the 
insurance naming one of his (the 
saloonkeeper’s) relatives as beneficiary 
and then proceeded to let the miner 
drink himself to death, which he did 
within six months after the policies 
were issued. 

O’Rourke not only saved the com- 
panies some $23,000, but he also un- 
covered the crooked ring, which was of 
far greater importance. 

Just two years ago, bandits held up 
an armored car of the Bank of Phila- 
delphia and Trust Company, killing a 
bank guard and escaping with $34,000 
in cash. 

The familiarity of the bandits with 
the guard’s actions and movements led 
O’Rourke to infer that this was an 
“inside” job. A check-up showed that 
a former employee had driven this 
particular car with the dead guard 
for four months. And the ex-employee 
was in the Rogues Gallery and was 
identified as one of the bandits. Three 
days later, all but one of the gang had 
been arrested. That one is still at 
large. In addition, $14,935 had been 
dug up in the woods in Germantown— 
the largest cash recovery ever made 
from a hold-up. Two of the thugs 
received life imprisonment and one was 
executed. 


The McFadden Case 


O’Rourke was the insurance company 
investigator in the McFadden death. 
McFadden, a big cotton broker, was 
found dead in his bathtub in his home 
in Villanova. He carried the largest 
block of personal accident insurance in 
the world, close to $1,600,000. Lloyds 
of London carried some $500,000 of 
this. The rest was split among a group 
of American companies. Evidence un- 
covered by O’Rourke gave the com- 
panies grounds on which to contest the 
claim but when Lloyds of London 
settled, most of the American com- 
panies followed suit. Only three com- 
panies are still contesting the case. 

There are many more cases that 
could be cited—how he _ introduced 
movies as evidence in workmen’s com- 
pensation cases; how he uncovered evi- 
dence of suicide to settle for $2 a $100,- 





PLATE GLASS EXPERT 





Carroll Tubman 


Put Down Two and 
Carry One 


(Concluded from page 5) 


All the university professors of the 
world equipped with Einstein pencils 
cannot tell us where the next plate 
glass loss is going to come or whether 
it will be a large loss or small one or 
whether the burden of it will fall on 
Mortimer Howland Kenyon or Theo- 
doros Demitrocles. 

There can be no reason, from the 
writer’s point of view, why any insur- 
ance agent should say that there are 
no opportunities for getting glass in- 
surance business. His chief problem is 
just where to start when there is so 
much to be had. 





000 accident claim—but space is 
limited and, after all, we have, we 
hope, given a sort of picture of the 
things the insurance investigator is up 
against. 

In closing, we again hear from 
O’Rourke as he broadcasts: “The pub- 
lic today is ‘claim-wise,’ and the great 
international sport seems to be de- 
frauding insurance companies, which 
in the mind of the average individual 
seems to be, under present conditions, 
not only a permissible, but a praise- 
worthy endeavor. A great deal of the 
responsibility for this condition is 
applicable to a certain type of lawyer, 
who exists solely through the exploita- 
tion of fraudulent claims. 

“It is a difficult proposition for us 
to keep up with the new schemes con- 
cocted and put over by our opponents. 
However, it can be done.” 











As forecast by the 
scores of editors of 


UNITED BUSINESS PUBLISHERS, Inc. 


and associated publications. 


proceeding at a rate which, if not stemmed, will do 

irreparable damage. The effective antidote seems to 
be inflation. We approach it reluctantly, but controlled in- 
flation would be more apparent than real, since it is gen- 
erally conceded that deflation has progressed beyond 
essential bounds in many lines, throwing the business struc- 
ture heavily out of balance. It seems reasonable to expect 
some stimulation in this respect after the first of the year. 


I preneting inevitable and widely advocated, has been 


First lines of defense against weak spots and breaches in the 
financial structure having been put in operation through 
government initiative, a secondary line of defense, more com- 
prehensive and far-reaching, will undoubtedly soon be set 
up. The benefit does not lie so much in funds provided, as 
it does in the stimulation of confidence, knowing that relief 
may be had with reasonable promptness in emergencies. It 
is to be hoped that such confidence will be quickly trans- 
mitted into the broad reaches of business where it is sorely 
needed. 


“HOW'S BUSINESS” for 






JANUARY? 


The automotive industry presents new products which should 
give it a decided advantage in improving its position in the- 
new year. 

Highly organized retail merchandising is learning the effec- 
tiveness of strong promotional effort, and 1932 will witness 
some interesting developments along these lines. 

The new Western Pine Association, by setting its house in 
order, has furnished a bright spot in the lumber industry, 
and crosses to the new year with orders showing a long lead 
over well controlled production. 

Latin America restlessly marks time, waiting for gestures of 
confidence from this country, while inquiries in increasing 
number show the sold-out condition of her retail stocks in 
many lines. 

From many indications that come to us, we step over into 
1932 with expectations for better times based upon some- 
thing more tangible than hopes; but with full realization 
that 1932, like other years, will reward the courageous, and 
those who develop their individual leadership. 

















less than January, 1931. 


BUSINESS SALES STOCKS COLLECTIONS COMMENTS 
a Se a nl Passenger cars slightly Esti ted , P 
er, rucks 90U% etter, higher, trucks about the No change ove Yee ™ Stimated Saies: Passen- 
AUTOMOTIVE, than December. About same as December. Both ber, ‘and Saschen better ger cars, 120,000 to 125,- 
(Domestic 5% and 17% less, respec- lines lower than January, than January, 1931 000; trucks, 18,000 to 20,- 
Field) tively, than January, 1931. ’ F 000. 
1931 
AUTOMOTIVE New models expected to Generally believed to be . : - Export business awaiting 
(Export Field)| increase interest materi- low. Not much change. revival of American con- 
ally. fidence. 
About 40% less (normal About 20% unde . : ? January should make a 
aan 4 , d 209 or Decem- No change from Decem- eter a w —_— 
DEPARTMENT) 50% to 60% less) than | ber, and 25% under Jan- | ber, and slight improve- a | a 
STORES ecember, and abou ° uary, 1931. ment from January, 1931. than it did last year _ 











ICALS, MEDIC-| Last quarter sales poor- 


Prevailing sentiment is 


Collections still slow be- that bottom was hit quite 











December; and 15% lower 


INAL AND) est this year, with better At very low inventories, scently, with evide 
TOILET PREP-| expectations’ after first without exception. cause of unfavorable ex- a en ae nae 
ARATIONS of the year. change rates. abie. sat 
(Export Field) 
About 10% lower than About 15% lighter than Unchanged, and _ fairly Firming price tendency 


December, and 5% lighter 


satisfactory, as compared in quotations for many 
































HARDWARE than January, 1931 on a than January, 1931. to December. Slower than hardware items is a 
dollar basis. : January, 1931. — spot in the indus- 
ry. 
Lower in all lines than in 
December. About same January, always a stel- 
INSURANCE | in life, slightly lower in | eve Unchanged. lar production month in 
fire and casualty than in life, should not fall much 
January, 1931. below January, 1931. 
Very much lower than Lower than December, 
December; and lower and lower than January, ™ 
JEWELRY than January, 1931, tak- 1931, except in a few cen- Generally better than | .,,...,, 
ing the country as a ters where they will be December. 
whole. the same. 
Pie ; A A ray of hope has entered 
Under er condi- machine tool industry 
tions, steel industry can through recent’ sizable 
MACHINERY look for seasonal rise purchases by automotive ie A eg hee of —- 
starting early in January manufacturers, and in- ad ~—<) y bound up wit 
METAL with steady rise to March crease in miscellaneous |  #£****** general economic situa- 
PRODUCTS or April. There have been inquiries which seem to 9 Steel industry will 
METALS few years, good or bad, indicate that manufac- 2 = reflect any 
in which such a spring turers are considering 4 a erment. 
rise has not occurred. modernization. 
Stocks will be in more Collections at retail no : : 
Seasonal decrease from workable shape in Janu- particular problem, and January is the buying 
SHOES December, and about on ary. Steady level in re- about the same as De- month for Easter foot- 
a par with January, 1931. tailers’ hands now pre- cember, and January, wear, with outlook for 
vailing. 1931. fair volume. 








THE SPECTATOR 
December 31, 1931 

















Sales 
Letters 


“Qe 
Aron 


This Week: 
For New Year's 








ayia 
Tne ee 
Nf \ 
yt 
pe oot’ 
o> t* e 
ee oe 9208 4s 
S % 4D “> oO “ ae 
goo enter, 425? p38, son “8” 
BN. * yo ’ <o?* of e or Bh a Boo" anv? 
32 Mss" cot wt Ede pee gh Oe os 40s 
so . o® ae vee Es ore J on ose 
we e 
pe" +a or ie % <A of oa spe® x0 o> 
o* £0 4o* x er" 50D 4 49 6 
TROT Ed? ghUS Erde cvs oot woos 1 
= y 5%, see ost orb se ™ xpe™ x, 
goes = of ot > we we 0 ad gore hy xe a 
so soe o> 3% one goer or. MO le 
oe yo 2 SAPS” ,0OP ns 
e v S x % 
oo, 958 G0 . arco Mesi0 que’ goo Sasve, 
per .e° oF dP 40% y+ oh, 48 Vb 
se so 302 —per ine pry oct ood . 
~pe* <9 a at of es® ~00® yr? - J oo J 
4q e % ory s° % > ok 4 390% aa soeroe?> 
> e @e” xp 3 % 
esarest®, othe FS eee, ge SAS 
48 od ope™ gh’ pee ne F er? ev? -s>3 4d ~ 0% 
oad Son vers s° so “98 eee eos ¥ — 
eo o <q 
2 cotOhe sem geste T Mg ool pe gow" xo 
yee £ F508 “ye ond ae 
ye ae® ot .5 Tie? uP? coh COP 4 ed 
ph consi SF go2s osh SorNerew re” goch se SS Mace 
specific letter - @ore 40 oot Yeo a of o b- ° 
as on C) is 4 e coe 4 % 
writing problem, Soh ote “a oie Pest 5 50° | 
o D "gt" co owt 
The Spectator En gory 6 Mine 
sf 0 t ’ 
offers you the ser- ag oak a sos" $ a 
. . 3 ape a 
vices of a trained eos Spe 
J « 
insurance sales letter eed 


writer. Send us your 


problem. 


OM present indications in 1932 you 
will have an opportunity to find out 
how good you are as a salesman. Re- 
duced values in properties and mer- 
chandise will bring about a reduction 
in cover and premiums in fire and allied 
lines will automatically drop. 
Wherever this situation exists among 
your clientele it is good business to 
meet it fairly. It is equally good sales- 
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manship to turn to your advantage 
what appears to be a discouraging con- 
dition. 

While it may prove advisable to re- 
duce one or two lines for a client, it is 
also about ten chances to one thai a 
check-up of all his insurance will re- 
veal a lamentable weakness in some 
directions; most likely the logical re- 
sult of your survey will be a series of 








recommendations that will provide for 
increases and additions in some lines 
that will help balance whatever reduc- 
tion is found essential. 

In other words, in presenting your 
findings your sales slant is that rather 
than reduce his insurance budget a 
client can better afford to apply it to 
the purchase of protection that is more 
sound and better balanced than before. 





\4 


Us Ahwe 


A 


ary 
the pag 


number of Nation’s 
devoted to “Popular Falla- 
cies of Business.” In the article, illus- 
trated picture of a taxi driver 
saying: “You gotta die to win—that’s 
the trouble with life insurance!” the 
editcr very properly picks the state- 
ment to pieces by citing examples of 
how thousands are regularly benefited 
without the nuisance of passing away. 
man with 
$7,000 capital was starving on the re- 
turns from that sum, and how he could 
have guaranteed a comfortable income 
for life through life insurance annui- 
ties. Also, how more than 60 per cent 
of al! life payments go to 


poli yholders. 
* * * 


RANTED that you have plenty of 
(> commutes to offset this stock 
still think it is weighted 
with too great a degree of attention 
by life agents. As an objection it can 
casily be disproved or, if you care to, 
it can be admitted with impunity. It is 
feasible to say: “Alright, go 


by a 


How, for instance, an old 


insurance 
living 


objection, I 


perfectly 

ahead and die, if you insist—even in 
death life insurance has its uses.” 

me a 

S a matter of fact, there is a great 

A need for a mighty volume of life 

other 

has 


with no 
thought in mind. There always 
been, and probably always will be, a 
class—a most uncomfortable majority 
-that ignores the virtues of saving 
against the future. Americans are no- 


insurance to be sold 


toriously improvident, as the gloomy, | 


savings banks pictures of men at age 
sixty-five will attest. There is no good 
reason why a man of that group which | 
is destined to be dependent in old age | 
should not have it impressed upon him 
that, just in case he does go through 
life without being so fortunate as to 
lay by something for his dependents, 
it would be wise to leave a comfortable 
little nest egg of life insurance when 
he checks out. 


* * * 


SPECIALLY in these days of un- 
K certain futures and unstable in- 
comes is it possible to interest people 
in life insurance in its most simple 
and fundamental form. Sell whole life 
against the absolute certainty that a 
day will come when it will be needed— 
and will be forthcoming. Even though 
a man does have to die to win, he can | 
rest assured that he will win. 


Life Insurance 


old and familiar objection to life | 
insurance bobs up in the Janv- | 
Business on | 





a September, 1929, | 


lrederick H. Ecker, president of the 
Metropolitan Life, addressed the 
National Association of Life Under- 
writers at Washington and explained 
just life insurance companies 
did not include stocks in 
their investment portfolios. Shortly 
afterward a contrary minded speaker 


why 
common 





<a \ we 
ae LA 


DIVERSIFICATION 





declared that life insurance men 
would feel differently about common 
stocks when they became better ac- 
quainted with them. He listed about 
40 strong, selected issues in order to 
prove his point, stocks which at the 
time world-wide prestige. 
The average depreciation of those 
stocks between 1929 and June 30, 
1931 was 57 per cent. The above and 


enjoyed 


many other interesting phases of life 
insurance investments, is contained in 
an article by Mr. Ecker in the current 
issue of Nation's Business which is 
titled “Hunting the Riskless Invest- 
ment.” 

x * 


te life agent 


has a powerful ally in the editor of 
his local newspaper and evidently 
most of them are well aware of the 
fact, judging from the vast number 
of favorable notices printed each year. 
A recent example of such endorse- 
ment comes from Columbus, Miss., 
where the Dispatch, a daily, printed 
an editorial lauding in the highest 
terms the value of life insurance as 
property. The editorial was based 
upon an address delivered before the 
insurance class at the A. & M. Col- 
lege by Robert O. Hardy, general 


| agent for the Lamar Life in that city. 


OLKS AND 
ACTS 


IN LIFE INSURANCE 


| 


Clinton G. Halsey, 


assistant secretary of the Mutual 
Senefit Life Insurance Company, re- 
tired December 31, after completing 
48 years’ service with the company. 
Mr. Halsey will sail January 9 on the 
S. S. Franconia for a 104-day trip 
around the world. 

Mr. Halsey began his career with 
the Mutual Benefit May 1, 1883. He 
became head of the accounts depart- 
ment December 12, 1906, and was ap- 
pointed assistant secretary in charge 
of accounts January 19, 1912. 


* * 


Backed by a 


| group of his personal friends, with 





a guaranteed income of S250 a 
month for a period of three years, 
James Force, 29 years old, a salesman 
for the Liberty Mutual Insurance 
Company, Fullerton Building, St. 
Louis, Mo., will leave for Hollywood, 
Cal., January 15 in an attempt to 
establish himself as a motion picture 
star. Under the individual contracts 
that he entered into with his 


has 








financial backers Force is to share his 
motion picture earnings with them 
for a period of ten years. Under this 
arrangement each will receive back 
his original investment and a certain 
amount of dividends if Force makes 
good in the movies. 

Mr. Force has done some ama‘eur 
dramatic work in St. Louis and at 
the University of Utah. He gradu- 
ated from the University of Kansas 
in 1926 and has been in the insurance 
business since that time. He served 
overseas with the Thirty-fifih Di- 
vision during the World War and 
was gassed and upon his return from 


| France, entered life insurance. 
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INDUSTRIAL 


Over Three Billion | MILLION NEW POLICIES 


Insurance Paid 


Life Policy Proceeds In 
1931 Far In Excess of 
Last Year’s Record 





HARTFORD, CONN., Dec. 29. 
—Approximately $3,250,000,- 
000 will be the year’s total 
direct benefits payable under 
all kinds of insurance, mak- 
ing the largest annual distri- 
bution to policyholders and 
beneficiaries, it was esti- 
mated here today by B. D. 
Flynn, vice-president and 
actuary of the Travelers In- 
surance Company. The 
amount exceeds the distribu- 
tion of benefits last year by 
12 per cent and marks the 
first time in the history of in- 
surance in this country that 
direct policy benefits have 
passed three billion dollars. 

Nearly $2,500,000,000 of 
the total, it is said, will com- 
prise payments this year to 
policyholders and bene- 
ficiaries under policies pro- 
tecting people, such as life, 
accident, health, liability and 
workmen’s compensation in- 
surance. 

Life insurance benefits for 
the year are placed at more 
than $2,000.000.000, an _ in- 
crease of more than $300.000.- 
000. Slightly more than half 
the year’s direct life insur- 
ance benefits, it is estimated, 
will be made because of death 
and disability suffered by 
policyholders while nearly a 
billion dollars in benefits will 
go to policyholders in the 
fcrm of endowments and cash 
values under policies. 





Director of Publicity 


Charles Edward Crane, | 


well known as a columnist 
and feature writer in Ver- 
mont, where he has been as- 


| 
| A statement issued recent- 
ly by the Prudential Insur- 
'ance Company of America, 
|from its home office in New- 
ark, N. J., indicates unusual 
activity in the purchase of 
new life insurance by persons 
jin all walks of life through- 
}out the United States and 
Canada. The Prudential dur- 
|ing the month of November 
/issued more than a million 
|new policies, which is more 
than has been issued during 
any previous month in the 
|company’s fifty-six years of 
| existence. 

The representatives of the 
Prudential carried out a 
special campaign in honor of 
Edward D. Duffield, its presi- 
dent, on the occasion of his 
| twenty-fifth service anniver- 
sary. 

More than 900,000 weekly- 
premium policies were issued 
during the month for a total 
of more than $165,000,000. 





ISSUED BY PRUDENTIAL 


This included a record for one 
week of 386,392 policies. 
There was also an issue of 
more than 68,000 monthly- 
premium policies during No- 
vember for a total in excess 


of $45,000,000. More than 290 | 
installed | 


business concerns 
new Group or Wholesale in- 
surance plans for their em- 
ployees during the month. 

In Ordinary insurance ap- 
plications were received for 
more than $430,000,000 of in- 
surance. This included the 
largest number of Ordinary 
cases ever issued in one week, 
or 17.298 policies. 

Executive officers of the 
Prudential expressed them- 
selves as particularly grati- 
fied with the success of the 
November effort because of 
its significance at this time. 
The unusual returns came 
from all sections of the two 
countries. 











Andrew J. Maloney 


| Founder of the 
Philadelphia Life Ins. Co. 


SILVER ANNIVERSARY YEAR 





Clifton Maloney 


President 
Philadelphia Life Ins. Co. 


sociated with the Associated | The Philadelphia Life Insurance Company, whose founder and 
first president and present president are pictured above, is cele- 


Press and daily newspapers 
for the past eight years, has 
been appointed publicity di- 
rector of the National Life 
Insurance Company of Ver- 
mont. 
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brating its Silver Anniversary Year. 


The company was organized 
pany { 


| by Andrew J. Maloney, father of Clifton Maloney, who succeeded 





to the presidency of the company in 1921. The present head of 
the Philadelphia Life has been active in the service of the com- 
pany ever since its organization, having been identified with its 


| legal department during the first few years of the company’s ez- 


istence. 


The company owns and occupies a beautiful home office 


\ building in the heart of Philadelphia’s business district. 





Coffman Heads 
Cleveland Slate 


New Officers Will Start 
1932 Administration at 





Meeting of Jan. 8 


1 — 


| At the December meeting 
| of the Cleveland Life Under- 
writers’ Association the an- 
nual election of officers was 
held. The official family for 
the year 1932 will be as fol- 
lows: 

President, Robert B. Cool- 


idge, special agent, Aetna 
Life; vice-presient, C. W. 
Hippard, special agent, 


Northwestern Mutual; secre- 
tary-vice-president, E. W. 
Brailey, general agent, New 
England Mutual; treasurer, 
A. I. Hardy, representing the 
Metropolitan Group Depart- 
ment. 

Directors as follows: J. A. 
Coffman, general agent, Con- 
necticut General; FE. B. 
Fisher, special agent, Na- 
tional Life of Vermont; D. C. 
Dickson, manager, Equitable 
Life Assurance Society; W. 
H. Smith, special agent, State 
Mutual Life Insurance Co.; 
F. N. Winkler, manager, Mu- 
tual Benefit Life Insurance 
Co.; J. H. Phipps, special 
agent, Provident Mutual Life 
Insurance Co.; William F. 
Hoover, district manager, 
John Hancock Mutual Life 
Insurance Co.; R. A. Wessel- 
man, agency organizer, New 
York Life. 

National committeeman, 
H. G. Wischmeyer. general 
agent, John Hancock Mutual 
Life Insurance Co. 

Chairman of advisory 
board, Walter E. Baker, retir- 
ing president, general agent, 
Pacific Mutual Life Insurance 
Co. 

Managing director. George 
H. Thobaben, Cleveland Life 
Underwriters, Inc. 

These newly elected officers 
will be installed at the Jan- 
uary meeting of the associa- 
tion, which will be held Fri- 
day, Jan. 8. in the ballroom 
of the Hotel Statler. 
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As the ideal 
family investment 


THE EQUITABLE 


offers its 


Enabling you to leave your 

family a carefree investment 

guaranteed to reach two 
generations 


THE EQUITABLE 


LIFE ASSURANCE SOCIETY 
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NATIONAL LIFE INSURANCE DAY — January 21, 1932 
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Dr. Huebner to Talk 
Over Radio Hook-Up 





To Address Agents and 
Public in Philadelphia 
on jan. 21 





PHILADELPHIA, Dec. 28.—Of 
all the programs being 
planned for National Life In- 
surance Day, Jan. 21, one of 
the most outstanding will be 
the one held that day in Phil- 
adelphia. 

The day falls on the date of 
the regular January lunch- 
eon-meeting of the Philadei- 
phia Association of Life Un- 
derwriters. The association 
has secured Dr. S. S. Hueb- 
ner as its speaker. His talk 
will not deal solely with life 
insurance. It will be a mes- 
sage to the American public 
on insurance in general. 

Every member of the asso- 
ciation has been pledged to 
bring a policyholder to the 
luncheon to hear the dean of 
the American Life College. 
It is estimated that close to 
one thousand persons will be 
present. 

In addition, Radio Station 
WPEN, learning of the plans 
for the day, is going to vol- 
unteer its services and will 
offer the association to broad- 
cast, free of charge, the ad- 
dress of Dr. Huebner. 





Asheville Agents Elect 


ASHEVILLE, Dec. 28.—R. A. 
Wanner was elected to suc- 
ceed W. L. Bischoff as presi- 
dent of the Asheville Life 
Underwriters for 1932 at the 
annual meeting. 

Other officers are: W. El- 
bert Chambers, first vice- 
president; A. C. Coffee, sec- 


ond vice-president; K. W. 
Partin, reelected secretary- 
treasurer, and Harry W. 


Love, reelected national com- 
mitteeman. The _ executive 
committee is composed of 
L. B. Ordway, chairman; 
Fred F. Dodd, F. R. Baker, 
C. F. Klenke and Mr. Bischoff. 





Heads Mortgage Bankers 


Louis H. Charbonneau, 
vice-president of the Detroit 
Life Insurance Company, 
was elected president of the 
Detroit Mortgage Bankers 
Association at their annual 
meeting. 


Elected President 


At the annual meeting of 
the Edmonton Life Under- 
writers’ Association, held re- 
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From Station WPEN 








centiy, E. L. Churchill, 
Cc. L. U., of The Great-West 
Life Assurance 
was elected president. 


Company, | 


No Change in Bankers 
Life Dividend Scale 





Maintains 1931 Schedule; 
Disability Contract Is 
Modified 


The following statement 
with reference to dividends 
and disability benefits has 
been issued by the Bankers 
Life Company of Des Moines: 

“The company will set 
aside for dividends to policy- 
holders during the year 1952 
a total amount based on pres- 
| ent dividend schedule, and no 
| change is to be made on 
| Jan. 1. 
| “Disability benefits will be 
offered on the present basis 
| until Feb. 1, 1932, at which 











17 


time the disability premium 


rates will be increased to 
harmonize with the require- 
ments of experience and the 
disability provisions will be 
changed to eliminate the ele- 
ments which have produced 
unfavorable results in the 
past. The disability benefit 
will not be issued to women 
after Feb. 1. 


Increased Sales 

Encouraging increases in 
life insurance sales have 
been recorded by some of The 
Great-West Life Assurance 
Company’s branches. Van- 
couver, Nova Scotia, Saska- 
toon, Michigan and Minne- 
sota branches show an in- 
crease in production for No- 
vember, 1931, over Novem- 
ber, 1930. 
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counsel 
needed? 


Chey May Need Dour Advice 


These may be trying times for some of 
your policyholders. 


Why not see them and give them 
the benefit of your friendly 
may be 


where it 


[t may pay you to remember and 
fulfill this obligation. 


Brokers are invited to avail themselves of the 
splendid service offered by Prudential 
Ordinary Agenctes. 


The Prudential 


Insurance Company of America 


EDWARD D. DUFFIELD, President 
Home Office, Newark, New Jersey 
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Missouri State Life Puts | 
Confidence in New Year 


Amicable Settlement of Administration Problems As- | 
sures Continued Leadership for Company in | 


West; Agents Manifest Loyalty 


With its administrative 
problems settled by the elec- 
tion of Judge Charles I. Daw- 
son of Louisville, Ky., as | 
president and the complete | 
agreement of all factions of | 
its stockholders as to the new | 
board of directors to be 
elected at the annual meeting 
f the company on Jan. 19, | 
the Missouri State Life In- | 
surance Company launches | 
into the New Year with the} 
feeling that it should prove | 
the greatest in the history of 
the company, which is now} 
forty years of age. 


Able Leadership 
The year just drawing to a 
close proved a very trying | 
one for the agency 4-14 


tion of this company but un- 
der the leadership of Vice- 
President John J. Morarity, 
the men who sell Missouri 
State Life Insurance Com- 
pany’s life, health and acci- | 
dent and group insurance 
proved steadfast and despite 
the great handicaps imposed 
by the general depression and 
the added obstacle of inter- 
nal discord on the directorate | 
they continue on the firing 
line and produced week in and 
week out a creditable volume 
of good business and man- 
age to make a fair showing 
on renewals. The fact that | 
with one single exception no 
outstanding agent deserted | 
the company speaks well for 
the leadership of those at the 
head of the agency organiza- 
tion of the Missouri State | 
Life. 





Outlook Bright 


So that now they are able | 
to forget about company pol- | 
itics and devote their entire 
thought and energy to ob-| 
taining applications for in- 
surance it seems certain the 
company should experience a 
decided gain in not only new 
paid for business but also| 
improvement as to the lapsa- | 
tion situation, renewals and 
restorations and in the pay- ! 
ing off of policy loans. 

Those in the best posit‘on 


Life Insurance 


to know have expressed the 


belief that Judge Dawson 
should prove an_ excellent 
president for the company. 


They feel that he will quick- 


ly master the mysteries of | 


life insurance and with his 
natural executive ability, 
coupled with his judicial bal- 
ance and pleasing personality 
should soon win the hearty 
cooperation of not only the 


entire agency organization, | 


other executives and employ- 


ees of the company but also | 


eventually obtain the confi- 


dence and respect of other | 
life insurance leaders, insur- 





Disability Income 


Effective Jan. 1, the Fi- 
delity Mutual Life Insur- 
ance Company, Philadel- 
phia, will make certain 
changes in its underwrit- 
ing of Disability Income 
insurance. Rates and cov- 
erage, the company an- 
nounces, will remain un- 
changed for the present. 




















Judge Charles 1. Dawson 








Prudential Promotions 


The promotions of two 
members of the Bond De- 
partment of the Pruden- 
tial Insurance Company 
of America were an- 
nounced on Dec. 29 from 


the home office, in New- 
ark, N. J. 
Mansfield, who 


L. P. 
| has been the department’s 
|| buyer, and Caleb Stone, 
become associate manag- 
ers, the appointments to 
be effective as of Janu- 
ary l. 

Associate Manager 
Mansfield has been a Pru- 
dential man since June 4, 
1928, while Mr. Stone’s 
tenure with the company 
began on July 1, 1931. 


Life Associations 
Compete for Prizes 


| 


| Life Insurance Day Com- 
| mittee Offer Awards for 
Sale Promotion Work 


| Roger B. Hull, managing 
| director and general counsel 
of the National Association 
of Life Underwriters, an- 
| nounced that Albert G. Bor- 
den, second vice-president 
and chairman of the Life In- 
surance Day Committee of 
the Association of Life 
Agency Officers, has offered 
two prizes, of fifty dollars 











and fifteen dollars, respec- 





ance commissioners and all 
others with whom the com- 
pany has business dealings. 


Permanent Solution 


There is every indication 
| that the peace agreement 
| reached on Dec. 4 by the fac- 
tions in the company led by 
E. D. Nims, chairman of the 
board of directors, and Theo- 
| bald Felss of Cincinnati and 
Machir J. Dorsey of Chicago 
and sealed by the election of 
| Judge Dawson as president 
| will be permanent. 

In the company’s organiza- 
|tion are many outstanding 
| life insurance men, and it is 
| probable that Judge Dawson 
| will make very few if any 
' changes in the official family. 














| 

} 

| 

[ eat, to that local life un- 
derwriters’ association in the 
country which shall make, on 
Life Insurance Day, Thurs- 
day, January’ twenty-first, 
the most complete and effec- 
tive demonstration. 


Mr. Borden has asked that 
the jury of award consist of 
Judge Byron K. Ellicott, 
manager of the American 
Life Convention; John Mar- 
shall Holcombe, Jr., manager 
of the Life Insurance Sales 
| Research Bureau, and Roger 
| B. Hull. 


Statement Required 


Each association entering 
| the contest must submit to 
the Committee of Award a 
typewritten statement of its 
activities on January twenty- 
first, to be accompanied by 
such exhibits, printed mate- 
rial, newspaper clippings, 
etc., as will aid the commit- 
tee in making the award. 
This announcement will 
| undoubtedly serve to increase 
the already large interest in 
the proposal to make Janu- 








ary 21, 1932, the greatest day 


that American life insurance 
has ever seen. 





M. A. Linton Elected to 
Board 


At the Dec. 24 meeting. of 
the board of directors, M. A. 
Linton, president of the Prov- 
ident Mutual Life Insurance 
Company, was elected a di- 
rector of the Provident Trust 
Company of Philadelphia, to 
succeed Asa S. Wing, who 
died on June 5, 1931. 

Mr. Linton is chairman of 
the executive committee of 
the Life Insurance Sales Re- 
search Bureau, and vice-pres- 
ident of the Actuarial Society 
of America. 


THE SPECTATOR 
December 31, 1931 















La Ni a 


Vines cet 













Anite Rie ee 


Pathe ss, 


~% 


weit 


POT PPR ee, 





























U.S. Tax Refunds | 


to Ins. Companies | 


Metropolitan Life and | 
New York Life Receive | 
Largest Payments | 





| 


Insurance companies shared 
generously in the income tax | 
refunds made by the U. S.| 
Treasury for the fiscal year | 
ending June 30, 1931. Most | 
prominent in the list of pay- 
ments to insurance companies 
is the refund of $867,927.59 
to the Metropolitan Life, 
with the New York Life com- 
ing almost up to that figure. 
The Equitable Society, the 
Travelers and the Life Insur- 
ance Company of Virginia all 
were given refunds amount- 
ing to over two hundred thou- 
sand dollars. 

A list of the companies in 
all lines receiving refunds in | 
excess of $1,000 follows: 


Car & General Inc. Corp., 
$1,123.60; Century Ins. Co., 
$25,436.45; Commercial Union 
Assurance Co., $1,053.79; 
Equitable Life Assurance So- 
ciety, $276,505.84; Fidelity & 
Casualty Co., $2,242.33; Gen- 
eral Exchange Inc., $33,- 
122.80; Home Life, Washing- 
ton, D. C., $16,479.33; Metro- 
politan Life, $867,927.59; 
New York Life, $843,926.31; 
Northern Life, $2,328.25; 
Ocean Marine Ins. Co., $6,- 
731.77; Patriotic Inc. Co., $1,- 
316.31; Second Russian Ins. 
Co., $7,797.47; Switzerland 
Gen. Ins. Co., $1,000.23; Com- 
mercial Union, $8,506.24; U. 
S. Fire, $8,365.41; Yorkshire 
Ins. Co., $6,156.22; Glens 
Falls Ins. Co., $1,680.92; 
Farmers & Trades Life, $1,- 
054.92; American Reserve 
Ins. Co., $1,603.84; London & 
Lancashire Ins. Co., $36,- 
814.22; Scottish Union & Na- 
tional, $1.064.05; Travelers 
Ins. Co., $216,871.11; Reserve 
Loan Life, $24,100.57; Em- 
ployers Liability, $14,228.47; 
Midland Mutual Life, $44,- 
183.60; Ins. Co. of North 
America, $11,918.98; Ameri- 
can National Ins. Co., $15,- 
490.81; Atlantic Life, $25,- 
876.92; life Ins. Co. of Vir- 
ginia, $320.245:01. 








Record Qualification 


Division C of the Western 
and Southern Life, under 
Superintendent of Agencies 
J. D. Cassidy, achieved a 
record this year by qualify- 
ing 46 out of the company’s 
100 leading superintendents 
in Ordinary and 100 out of 
the 200 leading agents in 
Ordinary net issue. 
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Back in Harness 





James Victor Barry 


The many friends of James 
Victor Barry, former third 
vice-president of the Metro- 
politan Life Insurance Com- 
pany, must have wondered 
what one of his energetic na- 
ture would do to occupy his 
time during retirement. And 
the answer to this question 
will not prove surprising. He 
is not going to stay retired. 
Mr. Barry, after Jan. 1, will 
become associated with the 
Life Extension Institute, New 
York, in the capacity of vice- 
president and director of re- 
search. Mr. Barry’s long and 
varied experience in life in- 
surance should make his as- 
sociation with the Institute a 
valued contributor to the fu- 
ture progress of that institu- 
tion. 











New York Bill to Permit 
Savings Banks Insurance 


Senator John A. Hast- 
ings, of Brooklyn, has 
announced that he will 
introduce a bill in the New 
York legislature to permit 
savings banks to write in- 
dustrial policies and old 
age annuities. The bill, 
modelled after the Massa- 
chusetts statute, would 
limit amounts to be writ- 
ten and would not allow 
the employment of solic- 
itors or agents. It pro- 
vides for the appointment 
by the insurance depart- 
ment of a State actuary 
for savings banks and 
that the policyholder share 
annually in the net profits 
of the transaction. 











Asks Receivership 


FRANKFORT, Ky., Dec. 29. 
— Insurance Commissioner 
Bush W. Allin has filed suit 
in Jefferson Circuit Court 
asking for the appointment 
of a receiver for the Fayette 
Industrial Life Insurance 
Company. The petition was 
filed by Attorney General J. 
W. Cammack and the sum- 
mons was served on Herman 
Bennett, president of the 
company. It is alleged that 
the company is insolvent and 
the petition seeks an injunc- 
tion to restrain the company 
or any one connected with it 
from soliciting business. 








RECEIVERSHIP PLEA 
DENIED BY COURT 


The Missouri Supreme 
Court at Jefferson City, Mo., 
on Dec. 28 issued a prelimi- 
nary writ of prohibition pre- 
venting the Circuit Court of 
St. Louis County at Clayton, 
Mo., from appointing a re- 
ceiver for the St. Louis Mu- 
tual Life Insurance Company 
of St. Louis, Mo., or from 
otherwise proceeding with a 
case filed against the insur- 
ance concern at Clayton on 
Dec. 28 by Abraham M. 
Licht, holder of a _ $1,000 
policy in the company. 

The highest court’s writ 
restraining the Circuot Court 
through Circuit Judge Mul- 





preme Court has had the op- 
portunity to conduct a hear- 
ing on the matter. 


The writ was issued on a 
petition filed with the Su- 
preme Court by W. H. Saun- 
ders, attorney for the St. 
Louis Mutual Life. 


In his suit filed at Clayton 
on Dec. 26 Licht questioned 
the validity of the reorgani- 
zation in November and De- 
cember, 1930, under which 
the company became both a 
stocy and mutual insurance 
concern. He did not ques- 
tion the solvency of the com- 
pany which was formed in 
1857 and always regarded as 


loy at Clayton from taking | among the most conservative 
any action whatsoever under | and soundest life insurance 


the Licht suit until the Su- 


companies in the world. 








New Association 


Launched in Ohio 





Life Underwriters—Trust 
Officers Group Pledge 
Cooperative Effort 





The Life Underwriters and 
Trust Officers Club of Cleve- 
land has recently been or- 
ganized, the object of which 
is as follows: 

“The object of this club is 
to promote the mutual un- 
derstanding of the purposes, 
practices and ethics involved 
in life underwriting and the 
trusteeship functions of 
banks.” 

This organization is the re- 
sult of a feeling that has been 
growing for some time in 
Cleveland that much good 
would come from a series of 
joint meetings between these 
two groups. As the object 
indicates, the club proposes a 
series of educational meet- 
ings, whereby the trust of- 
ficers will become more fa- 
miliar with the practices and 
purposes of life underwriting 
and the life underwriter will 
have the opportunity to more 


thoroughly understand the 
trusteeship functions of 
banks. 

The inevitable result of the 
movement will unquestion- 


tionably benefit them so that 
both will be able to render a 
more efficient service to the 
public. 

Officers elected for the first 
years are as follows: 

Chairman, Harold Pearce, 
general manager, Guardian 
Life Insurance Co.;  vice- 
chairman, R. J. Izant, vice- 
president, Central United 
National Bank; chairman of 
program committee, F. N. 
Winkler, manager, Mutual 
Benefit Life Insurance Co.; 
chairman of membership 
committee and_ treasurer, 
Grove H. Culver, assistant es- 
tates trust officer, Union 
Trust Co.; secretary, George 
H. Thobaben, managing di- 
rector, Cleveland Life Under- 
writers, Inc. 

The controlling body will 
be the executive committee, 
which includes the officers 
above mentioned and E. W. 
Brailey, general agent, New 
England Mutual Life Insur- 
ance Co. 

Membership in the club 
will be limited to the mem- 
bers of the Cleveland Under- 
writers Association and rep- 
resentatives of banks exercis- 
ing trust powers. 
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From This 


Angle | ; 





Big Day... 
| is ALWAYS happens 
when able Life Under- 


writers seize a new sales 
implement and concentrate 














on it—records are broken. 
October 26, Union Central 
applications eclipsed all rec- 

the pre- 

vious 18 

months. 

Forty- 
cent of the business reach- 
ing the Home Office that 
Monday morning was on 
four new policies. Yes, 
their ears to the ground, 
and each of the plans an- 
nounced in the last ten 
months immediately 


ords for 
AL% 
° four per 
Union Central actuaries had 
“clicked.” 


Life Preservers . . 


was problem of conser- 
vation is with us always. 
The Union Central, how- 
ever, has found an “out” 
for the policyholder with a 
heavy 
loan on 
his poi- 
icy. If 
the bur- 
den of 
premium 
plus in- 
terest 
becomes 
toogreat, 
the Company goes to the 
rescue with a redating plan 
(announced in October) that 
rehabilitates his insurance 
estate, and adds to his re- 
gard for Life Insurance. 
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Over One and One-Half Billions in Force 


Policyholders... | 
ag service and sales 


will follow” is a fa- 
miliar selling maxim em- 
phasized this October, which 
was Policyholders Service 
Month in The Union Central. | 
Agents called on thousands | 


























of clients to offer assistance 
in bringing their present in- 
surance up to date. Union 
Central 

\\ 7 

a ZZ appli- | 
—_ OCTOBER — cations 
— lees 3] — jumped 27 
— |buenuos — per cent 
= 25 262787 01 > over the 
“i{lpii\ Septem- 
ber total. 





Conspicuous in its October 
achievement was one west- 
ern Agency in which eleven 
men wrote 100 applications 
for $480,000 on old policy- 
holders averaging over 
$40,000 per agent. 


Graduation ... 


HE Union Central Sales | 
Training course is 


men in the Field. Not only 





THE 
January Horoscope 


People born in the first 19 days of January come 
under the influence of the zodiacal sign, Capricorn 
They are generally high-minded, exceedingly proud, 
and strong of will. Men born in this period are 
possessed with keen business instinct and make 
ideal leaders 


Sir Isaac Newton, Gladstone, Richelieu, Alexander 
Hamilton and John Hancock are famous men born 
under the influence of Capricorn 


Aquarius rules over the period from January 20th to 
Men born in this period are of an affectionate 
lisposition which frequently makes of them philan- 
thropists and statesmen. Faithfulness to duty and 
determination are other predominant qualities. 


31st 


Famous men born under the influence of Aquarius 
are Mozart, McKinley, James G. Blaine, Lord Byron 
and Francis Bacon 


The Garnet is your lucky stone. Your birth flower 


is the Carnation 
The virtue of January is constancy. 


1931 has gone its way. But the stars in their age- 
old cycle are bringing back improved conditions 
throughout the globe. Prepare yourself for better 


times 


ROYAL UNION LIFE 
INSURANCE COMPANY 


Des Moines, lowa 


A. C. TUCKER, Chairman of the Board J. J. SHAMBAUCH, Pres. 
B. M. KIRKE, V.-P. and Field Mgr. W. D. HALLER, Sec’y | 
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mighty popular with the | 
| 


ued by 

newcom- 7 DIPLOMA~*, 
ers, but TIT 
veterans | SS 
re-enroll [|  w-~ 9 === 
frequent- z= ==J 
ly so they may be abreast 
of changing methods at all 
times. With October gradu- 
ates, the alumnal roll of this 
speedy route to Life Under- 
writing proficiency passed 
the 1,000 mark. 


is it val- —_—. 4 
at Rife 
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The Union Central | 


Life Insurance Company 


of Cincinnati 










































The New Pan-American 
DISABILITY INCOME CLAUSE 
Provides Funds for Rehabilitation 
Following Disability 


The Pan-American believes that disability has a place 
in life insurance. Its new Disability Rehabilitation 
Clause is an expression of that belief, providing pay- 
ment of the regular income of $10.00 per $1,000 
per month. Te only major restriction is to limit lia- 
bility to 75% of the principal policy—providing suf- 
ficient income to tide the policyholder over the 
period of readjustment following disability. Another 
reason why Pan-American contracts will be profitable 
during 1932. 

For Agency Seti Address 

Manager United States Agencies 


CRAWFORD H. ELLIS E. G. SIMMONS 
President Vice-Pres. and Gen’! Mgr. i 
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Mutual Benefit to 
Issue New Policy | one year prior to the Retire- 





Deferred Annuity Contract 
Offers Surrender Values 


During Deferred Period 


The Mutual Benefit Life 
Insurance Company of New- 
ark, N. J., is planning to is- 
sue, about the first of the 
year, a new policy to be 
known as the Retirement In- 
come Bond, according to John 
S. Thompson, Vice-President 
and Mathematician. 

This will be a Deferred An- 
nuity contract with cash sur- 
render values during the de- 
ferred period. Evidence of 
insurability of the applicant 
will not be required as a basis 
for the issuance of the poli- 
cies. 


This policy provides for 


the following benefits: 


1. A deferred Monthly In- 
come, beginning on the anni- 
versary of the Bond nearest 
to age 60, 65 or 70, depend- 
ing on the choice of the In- 
sured at the time of issue 
of contract and continuing 
throughout the lifetime of 
the annuitant. Such anniver- 
sary is called the “Retire- 
ment Date” and the age near- 
est the Retirement Date will 
be called the “Retirement 
Age.” 

2. A Cash Surrender Value 
on surrender of the Bond on 
any anniversary not 
than the Retirement Date; 
when once the annuity is en- 
tered upon it cannot be sur- 
rendered or changed. 

3. A Death Benefit during 


later | 


| instead of being withdrawn 
| or accumulated, may be ap- 
plied at any time at least 


ment Date (but not eariler 
than age 50) to purchase a 
Monthly Income, beginning 
at the date of such purchase, 
at a rate based upon the 
nearer age at date of pur- 
chase and specified in the 
contract. The Monthly In- 
come cannot be deferred to a 
later anniversary than that 
originally selected and spec- 
ified in the Bond as the Re- 
tirement Date. 

The policy, if continued in 
force by due payment of pre- 
miums, will participate in 
surplus during the deferred 
period but not thereafter. 
Dividends may be applied in 
payment of premiums or de- 
posited to accumulate at in- 
terest, or may be withdrawn 
in cash. If allowed to ac- 
cumulate to the end of the 
deferred period they may be 





Mutual Benefit G. A. 


Frank C. Hughes, former- 
ly manager of the brokerage 
department of the A. A. Drew 
agency in Chicago, has been 
appointed general agent in 
Milwaukee for the Mutual 
Benefit Life Insurance Com- 
pany of Newark, N. J. Harold 
A. Smith of the home office 
is in Milwaukee today to as- 
sist Mr. Hughes in opening 
offices. 


applied, at the Retirement 
Date, to purchase an addi- 
tional Monthly Income at a 
rate which is specified in the 
contract and which depends 
upon the nearest age at the 
Retirement Date. 

The usual Settlement Op- 
tions are applicable to the 
Death Benefit as in case of 
other policy proceeds payable 
in one sum. 





21 


Phila. Home Offices 
Played Santa Claus 





Insurance Company Folks 
Spread Xmas Cheer 

PHILADELPHIA, Dec. 28.— 
Philadelphia home offices did 
their bits toward making 
Christmas more bright and 
merry for the needy. At the 
Provident Mutual Life, $850 
was donated by employes 
and some 150 baskets given 
to poor families. Penn Mu- 
tual Life girl employees 
dressed more than 150 dolls, 
which were given to poor 
children. 

The Independence Indem- 
nity on Christmas Eve played 
host to 50 crippled children 
at a party at the home office. 
After a luncheon gifts were 
distributed. 








the deferred period equal to | 


the Cash Surrender Value at 
the date of death; there is no 
death benefit 
proportional income 
ment from the date of the 
last instalment to the date of 
death) in the event of the 
annuitant’s death after the 
annuity is entered upon. 

4. Non-Forfeiture Values. 
—In the event of default in 
premium payments the Cash 
Surrender Value as of the 
date of default, if not with- 
drawn, shall be accumulated 
at compound interest at 3 
per cent per annum or at 
such higher rate as may be 
determined by the Directors. 
to the Retirement Date, at 


which time the accumulations | 


shall be applied to purchase 
a monthly income on the life 
of the annuitant at a rate 
specified in the contract. 

If the annuitant desires, 
the Cash Surrender Value. 
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(beyond the | 
instal- | 





America. 





Entering 


Its 40th Year 


Prompt, efficient, result-getting service to represen- 
tatives and policyholders explains the phenomenal 
growth of the Missouri State Life Insurance Com- 
pany. Now entering its 40th year, the Company has 
become a nation-wide institution, ranking among the 
leading Old Line, Legal Reserve Life Companies of 
For the live, aggressive Agent, the mul- 
tiple line of Life, Accident and Health, Group and 
Salary Savings offered by this Company is a sure win- 
ner—it provides a contract to fit every life insurance 
need. Progressive Agents like the progressive meth- 
ods of the Missouri State Life. 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


A GOOD COMPANY TO REPRESENT 
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(A Reprint of an Article from Sales Management Magazine) 


Are many businesses suffering today from the 
easy-come experience of prosperity years? The 
All States Life Insurance Company had no fair- 


weather experience. 


Its president says frankly 


that is why they broke all sales records in 1930, 


with no increase in selling costs. 


Business is there 


—but you have to find the method for getting it. 


Is Any Business Worth Any 
More Than Its Sales Plan? 


HERE'S just one monkey- 
wrench in the machinery of 
all the plain and fancy 


elibis being put forth by 
business men to explain why 
their annual statements for the 
past year tell such a sour story 
to stockholders That monkey- 
wrench is the fact that in prac- 
tieally every line of business 
there are a few companies that 
have blazed straight through the 
depression with strong sales 
campaigns and come ovt with 
records that make 1929 look 
like only a fair year after all. 


SALES MANAGEMENT believes 
that it could render no greater 
service to subscribers than to 
report one case after another 
where this has been true, and 
lay before its readers the de- 
tails of the plans and ideas 
which have worked against such 
great odds with such marked 


success Whether you consider 
those odds to be real, or largely 
psychological, is beside the 
point, 


Last week there came to the 
editor's desk a letter from Ben 
W. Lacy. president of the All 
States Life Insurance Company 
of Montgomery, Alabama, which 
‘onstitutes ...a striking case 
of prosperity in the midst of 
adversity. ... 


Mr. Lacy’s letter 


proves or suggests (we'll be 
‘onservative) a number of 
things 


It suggests, for one thing, that 
the fair-weather experience of 
boom times is poor equipment 
for the problems of depression. 
Business came too easily in 1929. 
It made sales executives soft. 
They didn’t have to pound the 
pavements in the daytime fer- 
reting out prospects and spend 
their nichts trying to devise new 
and sounder merchandising ideas. 


BY A. R. HAHN 


Managing Editor 
SALES MANAGEMENT 








Two New Sales Ideas 
Did This in 1930 
for All States: 


Increased the company’s invest- 
ment income over 1929 by 187 
per cent. 

Increased the company’s gross 
premium income over 1929 by 
273 per cent. 

Increased the company’s re- 
sources by 8.6 per cent. 
Increased the company’s sur- 
plus by 6.8 per cent. 

Increased the company’s insur- 
ance in force (life) by 44 per 
cent. 

Increased the company’s insur- 
ance in force (accident) by 47 
per cent. 

At the same time, according to 
the December statement of con- 
dition, the year’s operations did 
not involve an increased ex- 
pense ratio, and a number of 
positive decreases in disburse- 
ments were experienced; prac- 
tically every item of fixed or 
overhead expense was decreased 
in spite of the increased per- 
sonnel in office and field, and 
the greatly enlarged operations 
of the company. 

Is there any company in anv 
line that can beat this for 1930? 








The All States Life Insurance 
Companv was launched on the 
verge of the present depression 
period. It had, Mr. Lacy points 
out, no fair-weather experience. 





The exigencies of the then-cur- 
rent general business outlook 
forced the company to do some 
intensive concentrating on new 
methods for selling a product 
which has always had the handi- 
can (from the standpoint of the 
individual company selling it) 
of being pretty much like every 
other product in its field, at 
pretty much the same price. It 
has no style appeal. no patented 
features, no exclusive features 
of desirabilitv or convenience, 
which gives one company any 
marked advantage over another. 
Possibilities lav. then. in finding 
a new tyne of sales plan. Mr. 
Lacy and his colleagues found it 
—and with what a result! 


(The specific results are sum- 
marized in the box on this page.) 
SALES MANAGEMENT has already 
presented details of one of the 
divisions of that plan (See SM, 
February 28, 1931). 


Cc. E. Kettering, vice-president 
in charge of research of General 
Motors, recently let loose a re- 
sounding blast, advising business 
men to quit crvine about the de- 
pression and, instead, find some 
new products the public really 
wants. To which SALes MaAn- 
AGEMENT would add the sugges- 
tion that. failing in this. a new 
sales plan will serve fully as 
well. All that’s needed is the 
courage, the enerey, the initia- 
tive, the capacity. to dig one out. 

Mr. Lacy’s experience is posi- 
tive proof (as the depressed 
share values and generally un- 
certain position of the red-ink 
companies are negative proof) 
of the same truth, that today a 
company is worth no more than 
its sales plan is worth. 


Is that why. in the place of 
financial and legal men, so many 
sales-minded men are going into 
presidencies? SALES MANAGE- 
MENT believes it is. 


Reprinted from Sales Man- 
agement Magazine for Sep- 
tember 26th, 1931, with the 
permission of the publishers. 


The Manufacturers Record of Baltimore, Maryland, in its issue of December 
10th on pages 38 and 39, published a two page article by Mr. George Garner, 
of their Editorial Staff, dealing with the progress of the All States Life. 
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Record of Convention | 
Addresses Is Published 


| 
| 





Convention Year Book for | 
1931 an Anthology of 
Sales Talks 





The eleventh annual edi- | 
tion of the Convention Year 
Book, published by The Con- 
vention Year Book Company, 
206 Broadway, New York} 
City, presents an imposing | 
galaxy of nationally known | 
life insurances names. This 
volume, attractively and sub- 
stantially bound, contains the 
outstanding convention ‘o-| 


dresses delivered at life in- 
surance conventions during | 
1931. The material is well 
chosen and carefully edited, 
and the book belongs to the 
library of the up-to-the-| 
minute salesman. It sells | 
for $3.50 per copy. 

Among the speakers fea- 
tured in this issue of the Con- | 
vention Year Book are the| 
following: James A. Fulton, | 
president of the Home Life 
Insurance Co. of New York; 
James Elton Bragg, director 





of the life insurance course | 


at New York University; 
Theodore M. Riehle of New 
York, vice-president of the 
National Association of Life 
Underwriters and a leading 
producer for the Equitable 
Life Assurance Society; Leon 
Gilbert Simon and other well 
known speakers. 








Journal 
of 
Institute 
of 
Actuaries 


A complete set of the 
Journal of Institute of 








Actuaries, Volumes 1 to i | 


60, bound in blue cloth 
and in good condition, has 
been placed in our hands 
for disposal. 

We will be glad to quote 
a price to any insurance 
company, actuary, or li- 
brary who would be in- 
terested in obtaining these 
volumes. 


The Spectator 
Company 
243 West 39th St. 
New York City 
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Metropolitan Life 
Mortgage Loans 


Mortgage loans on old 
and new construction, 
amounting to $1,548,245, 
were authorized by the 
Metropolitan Life Insur- 
ance Co. on Dec. 24. Of 
this amount $1,416,045 
were city loans and $132,- 
200 were farm loans. In- 
cluded in the city loans 
were $393,940 on five busi- 
ness buildings. 

The farm loans were 
scattered in 12 States, the 
principal amounts being in 
Missouri, $25,700; South 
Dakota, $29,700; Tennes- 
see, $15,000; South Caro- 
lina, $10,000; Kansas, 
$10,000. 











Moves Headquarters 


FRANKFORT, Ky., Dec. 28. 
A. P. Arnett, of Winches- 
ter, Ky., assistant supervisor 
of the Eastern Kentucky dis- 
trict for the Ohio State Life 
Insurance Company, has been 
moved to Ashland, Ky., with 
headquarters in that city. 








Grocery Collectors 


Barrels placed on each 
floor in the home office of the 


Western and Southern Life | 


are constantly overflowing 
with can goods and gro- 
ceries for distribution by the 
Food Relief Committee of 
the Community Chest. Each 
department is endeavoring 
to outdo the others by pool- 


ing their donations and pur- | 


chasing groceries in whole- 
sale quantities. 


A. L. C. COMMITTEE 


| 

| H. Pierson Hammond, act- 
| uary, the Travelers Insur- 
| ance Company, Hartford, has 
been made chairman of the 
American Life Convention’s 
Departmental Supervision 
Committee. Franklin B. 
Mead, executive vice-presi- 
dent, Lincoln National Life 
Insurance Company, Fort 
Wayne, Ind., will be chair- 
man of the Blanks Commit- 





| tee, while E. Lee Trinkle, 
| vice-president, Shenandoah 

Life Insurance Company, 
| Roanoke, Va., and former 


Governor of Virginia, will be 
head of the Credentials Com- 
| mittee for the coming year. 





| Lower Courts Barred 
| From Rate Litigation 





| Modern Woodmen of Amer- 
| ica Controversy May End 
in Federal Court 








The Illinois Supreme Court 
has issued a writ of prohibi- 
tion which enjoins all of the 
lower courts of the State 
from taking any steps in the 
legal controversies between 
various factions of the Mod- 
ern Woodmen of America, 
concerning the rates for in- 
surance to be charged by the 
fraternal organization. 

This is the first time in 
many years that the highest 
court in Illinois has taken 
this drastic step. 

‘It is probable that the op- 
position will now carry the 
fight into the Federal courts. 
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Cravens, Dargan Co. 
New Representative 





Become Texas Managers for 
Old Line Life, 
Milwaukee 





HousTon, TEx., Dec. 29.— 
Cravens, Dargan & Co., for 
13 years State agents of the 
Northwestern National Life, 
Minneapolis, will terminate 
by mutual consent their con- 
nection with this company, 
effective Dec. 31, and, effec- 
tive that same date, Homer 
G. Hewitt retires from the 
service of Cravens, Dargan 
& Co. to become State man- 
ager of the Northwestern 
National. In addition to the 
Northwestern National, Cra- 
vens, Dargan & Co. for the 
last six years have operated 
the American Provident Life 
Insurance Company of Hous- 
ton, a legal reserve stock 
company. The entire busi- 
ness of that company was re- 
insured several months ago 
in the National Standard 
Life Insurance Company. 
Effective Jan. 1, 1932, Cra- 
vens, Dargan & Co. become 
State managers for Texas of 
the Old Line Life Insurance 
Company of America, home 
office, Milwaukee, Wis. Bar- 
rell Cox, formerly southwest- 
ern supervisor for the Acacia 
Mutual, will manage the life 
department of Cravens, Dar- 
gan. The offices of the com- 
pany will continue at Hol- 
man and San Jacinto Streets. 
The new offices of the North- 
western National Life will be 
at 2026-30 Gulf Building. 

















Geared to the 
modern insurance 
needs- 








~~ the 


Lnodern policy contracts 


G& The Lincoln National Life 
Insurance Company 


Fort Wayne, Ind. 
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DO YOU LIVE IN KANSAS? 
Helpful Opportunity 





TION dedicated to unsurpassed service in everything pertaining to 


Awaits you there with this GREAT MIDWESTERN INSTITU- 
the business of Life Insurance. 


AIDS FOR 


OU: Modern plans, options and provisions 
== Policyholders’ Savings Department 
Unsurpassed service on claims 
Great financial strength and stability 


RADIO STATION KFBI—1050 kilocycles 


THE 
FARMERS & BANKERS LIFE 
INSURANCE COMPANY 


H. K. Lindsley, President 
J. H. Stewart, Vice-Pres. F. B. Jacobshagen, Secy. 


WICHITA, KANSAS 








Policies for men, women and children | 














“POLICIES 
THAT 
PROTECT” 



































The Formula of 


Success 


IFE INSURANCE can be explained in plain, 
everyday language. The facts can be simply 
stated. People need to be told about life in- 

surance by one who knows life insurance and its 
adaptability. Salesmen of integrity, ability and 


General Agent 
Contracts 




























courage who will work systematically and plainly 
state the facts of life insurance service will be 
Masters of their craft and successful. 

THE Mutua Lire or New YorK, with its long 
history of increasing success, offers opportunity. It 
writes Annuities and all Standard forms of life in- 
surance. Double Indemnity Benefits. It has many 
practices to broaden and expedite service for Field 
Representatives and for Policyholders. 

Those contemplating engaging in life insurance 
field work as a career of broad service and personal 
achievement are invited to apply to 


THE MUTUAL LIFE INSURANCE 


COMPANY 


of New York 
34 Nassau Street New York, N. Y. 


DAVID F. HOUSTON 
President 


GEORGE K. SARGENT 
of Agencies 





Vice-President and M 

















Available for 
General Insurance Firms 


in 
Ohio, Michigan and Indiana 








Write for Information 


Philadelphia Life Insurance 
Company 


111 NORTH BROAD STREET 


PHILADELPHIA, PA. 
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Mutual Benefit Agents 
Plan Business Meetings 








To Discuss New Field 
Folio in Series of 
Conferences 
Mutual Benefit general 


agents and training super- 
visors will gather at a series 
of regional meetings begin- 
ning January 8 to discuss the 
new field folio, a compilation 
of company sales material to 
which William H. Beers has 
given the major portion of 
his time during the past year 
and to which other members 
of the agency department 
and officers of the company 
have given much attention. 


Oliver Thurman, vice-presi- 
dent and superintendent of 
agencies, will explain the use 
of the folio at the Philadel- 
phia meeting January 13 and 
14. Other representatives of 
the home office will attend 
meetings in Boston, Cincin- 
nati, Buffalo, Washington, 
St. Louis, Atlanta, Kansas 
City, and key cities in the far 
west. 





The field folio is in twelve | 
sections, indexed in loose-leaf | 
form, and is carried in 
special portfolio. The ma- 
terial will be readily avail- 
able during sales interviews 
and will be amplified by 
agents to meet their indi- 
vidual needs. 





Standard Life Conference 


Standard Life Insurance 
Company held a_ two-day 
conference of district man- 
agers of Mississippi and Ten- 
nessee last week at the home 
office in Jackson, Miss. 

C. E. Stevens, supervisor of 
agencies, was in charge of the 
program, and G. Fay Davis 
of the Life Insurance Sales 
Research Bureau was _ the 
principal speaker. George W. 
Covington, president, and 
Thomas E. Hand, executive 
vice - president of Standard 
Life, were in attendance. 





Enters Agency Field 


CONWAY, ARK., Dec. 28.— 
Henry B. Whidden, former 
head bookkeeper at the 
Farmers State Bank, has 
been appointed special repre- 
sentative of the Farmers & 
Bankers Life Insurance Com- 
pany of Wichita, Kan. He 
will maintain offices in the 





Halter Building. 
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|| Massachusetts 
Mutual Life 
a synonym for 
Quality and 
Excellence in 
Life Insurance 








Massachusetts 
Mutual Life 
Insurance Co. 


Springfield 
Massachusetts 


Organized 1851 














Birmingham Ass’n 
Increases Membership 





More Than Two Hundred 
Members Attend Decem- 
ber Meeting 





BIRMINGHAM, ALA., Dec. 28. 
—The Birmingham Associa- 
tion of Life Underwriters re- 
ports applications for mem- 
bership were received from 35 
insurance men at the last 
meeting. The meeting, which 
was addressed by Theodore 
Martin Riehle, New York, 
was attended by more than 


| 200 underwriters, the largest 


attendance at any meeting 
of the association. 

With plans for a sales con- 
ference in January that is 








a 


a few features of the 


the Field. 


50 UNION SQUARE 











aoe 





expected to attract from 300 
to 500 insurance men, and 
nationally known speakers 
scheduled for the February 
and March sessions, W. Shef- 
field Owens, membership 
chairman, says the associa- 
tion will start the year with 
200 members on its roll. 





Joins Union Central 


Galloway C. Harrison, for- 
merly general agent for the 
Home Life Insurance Com- 
pany in Little Rock, Ark., 
has announced he will leave 
Jan. 1 to become general 
agent for the Union Central 
Life Insurance Company in 
its Seattle, Wash., office. 

















Or ganized 
Operating 


The Guardian Fieldman is equipped with 
organized visual presentations of proved 
selling power to satisfy the demands of 
today’s life insurance estate builders. 


The $l-a-Week Plan, the Family Income 
Presentation, the Estate Digest, and the Spe- 
cial Income Annuity Presentation are only 


between the Guardian Home Office and 


THE GUARDIAN LIFE 


ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 
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tangible cooperation 


NEW YORK 





Little Rock Underwriters 


Elect 
LITTLE Rock, ARK., Dec. 
28.—George Brannan, for- 
merly  vce-president, was 


elected president of the Little 
Rock Life Underwriters As- 
sociation, to succeed Vernon 
L. Thompson. Robert M. 
Williams was elected vice- 
president and Ora Massey 
was re-elected secretary and 
treasurer. 


Mr. Brannan is_ special 
agent for the New York Life 
Insurance Company; Mr. 
Williams general agent for 
the John Hancock Life In- 
surance Company. 


Scranton-Pittsburgh, Pa. 


General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for an unlimited production. 
Contract as good as the best, with exclusive rights. 
Confidential communication invited from those with clean records and with 


ability to handle such 


an agency. Address 


EXCLUSIVE 
care of THE SPECTATOR 
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at the Long Line Department of 
the American Telephone & Telegraph 
Co. on Dey Street to see my friend 
George Gordon Breed, who leads an 
active and exciting existence as a pub- 
licity man. But Mr. Breed was not in | 
his office and I was departing sorrow- 
fully when his secretary informed me 
that telephone communication with | 
Hawaii was at that moment being 
made for the first time in the history 
of the world. She suggested that I go 
down and listen in with Mr. Breed and 


other distinguished guests. 
* * * 


py Wednesday afternoon I stopped 


gave me a receiver and for about 
fifteen minutes I listened to people 
talking back and forth from New York 
to Hawaii, and, as they used to say of | 
trains, peints along the line. 

+ * * 

NFORTUNATELY I arrived after 
U the Princess Abigail Kawan- 
anakoa, a member of the last reigning 
Hawaiian family, conversed with V. S. 
K. Houston, Hawaiian delegate to 
Congress. But I think I heard Rear 
Admiral Yates Sterling, Jr., Major 
General B. M. Wells, General James G. 
Harbord, President J. A. Balch of the 
Mutual Telephone Company of Hawaii, | 
and many others. By saying I think I 
heard them I do not mean that I had 
the slightest difficulty in hearing every- 
thing that was said, but that I was | 
not always certain who was talking. 


I FOUND Mr. Breed and ne silently 


T was very interesting. The person 
I speaking from Honolulu would 
usually begin with “Good morning” and | 
the man addressed in New York would 
reply “Good evening.” There were 
representatives from all the New York 
newspapers in the room as well as 
other celebrities. I was pleased to see | 
how the hardboiled Metropolitan jour- | 
nalists smiled or laughed when the | 
two-way conservation even approached 
the realm of humor. I suggested to 
Mr. Breed that this would be a good 
opportunity for me to say a few words | 
to the Hawaiian people on the subject 
of life, fire and casualty insurance, but 
he did not think it would be and so | 
I refrained. Mr. Breed, accustomed as | 
he is to going up in an airplane and | 
telephoning to someone aboard a trans- | 
Atlantic liner out at sea, considered the | 
Hawaiian demonstration remarkable. 
Except for his failure to have any in- 
surance features in the program I 
agreed with him. 


Fire Insurance 





M,. Rk. Sibitat of Paris, 
vice-president of the International 
Marine Insurance Union, presented a 
paper on the marine insurance situa- 
tion in France at the recent meeting 
of the Union at Baden-Baden, in 
which he stated that the general de- 
pression has developed to such an ex- 
tent that even the most powerful con- 
cerns have become involved in dif- 
ficulties. He said that in France it 
was the cargo business that had been 
most severely hit, since the volume 
of exports had fallen off tremendously 
and commerce has been considerably 
The result, he stated, was 
that declarations under open covers 
which previously had been regularly 
made and which involved high values 
are now few and far between, small 
amounts only being at stake. Refer- 
ring to the competition of British 
marine underwriters, he suggested 
that whenever an underwriter endea- 
vors to readjust the rates and condi- 
tions applying to an individual policy 
he may be the loser as, he said, the 


reduced. 





WANTED — CARGOES 


assured will be able to place his 
cover in the British market on iden- 
tical conditions and perhaps even on 


more favorable terms than those 
which gave the unsatisfactory results. 
* + * 


A great deal has been 


written about the new office building 


of the Aetna Life Insurance Company 


of Hartford. It is not only an un- 
usually beautiful building but it is 
also considered about the last word 
from the standpoint of utility. Its 


MAT TERS 


IN FIRE 


INSURANCE 


type of architecture is Colonial and 
one of the most impressive features is 
the cupola, which is considerably over 
200 feet in height. It is very striking 





by day but by night is even more beau- 
tiful and adds a charm to Hartford, 
which has so many others, for it is 
flooded with light after the fashion 
now so familiar in New York and 
other large American cities. 

* * ok 


Speshing of Hartford, 
it is interesting to note that the fire 
loss in the Insurance City was over 
two hundred thousand dollars less 
than for last year. The deputy chief 
of the Hartford Fire Department has 
given out figures showing that for the 
calendar year ending last Monday the 
total fire loss was $305,453. For 
1930 it was $506,236. He stated that 
(luring the past year the city firemen 
were called upon to protect property 
valued at eight and a quarter million 
dollars. They fought 1109 fires. Not 
only was the loss of property consid- 
erably Jess than during the previous 
year, but the loss of life was also 
much less. During 1930 five persons 
died in fires in Hartford; last year 
but one. It is noted that the most 
serious fire of the year was the burn- 
ing of the Asylum Avenue Baptist 
Church. Alarms turned in during the 
year numbered 1339, including 230 
listed as false or unnecessary. 
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Warns Farmers 


Against Fire Dangers 


lowa State Fire Marshall 
Says 15 Per Cent of 
Earnings Are Lost 





Des MOoINEs, Iowa, Dec. 
28.—_In an appeal to the 
farmers of Iowa John W. 
Strohm, State Fire Marshall, 
recently advised them that 15 


per cent of the net earnings | 


of farms is wasted annually 
by fire. With this large loss 
as a basis for the appeal he 
was making he proceeded to 
list the causes of such waste 
and urged farmers to take 
extra precautions for its 
elimination. 

“Now that winter is here,” 
Strohm said, “the danger of 
farm fires is increased, as is 
the case with all fires and 
the difficulty in fighting those 
that get started is immeas- 
urably increased. This year, 
when the farmers are in the 
throes of economic stress,” 
he said, “it behooves them 
more than ever to guard their 
homesteads, buildings, ma- 
chinery and stock against 
that 15 per cent needless 
loss. 

“Except for forest and 
prairie fires,’ Mr. Strohm 
said, “the farmer is_ not 
threatened with what is 
known as exposure fires, and 
therefore his immunity from 
fires is just what he himself 
makes it.” 

Mr. Strohm listed as the 


most common causes of fire | 


losses on farms: Defective 
chimneys and those not reg- 
ularly cleaned out; stove 
pipes through attics or roofs; 
defective stoves, furnaces and 
fireplaces; sparks on fuzzy, 
punky, moss-grown shingle 
roofs. 

He followed with advice as 
to carelessness in handling 
oil and gasoline in garages 
and the ever-present danger 
from incubators and brood- 
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What the Companies Paid 


The Travelers Insurance 
Company estimates that 
of the total of $750,000,- 
000 in benefit payments 
| made by the insurance 

companies during 1931 be- 
cause of damage to prop- 
erty, more than $400,000,- 
|} 000 will cover the losses 
by fire involving insured 
real estate and motor 
vehicles. More than $15,- 
000,C00 will be paid policy- 
holders who suffered losses 
during the year covered 


| 








|| by burglary insurance. 
Payments under other 
forms of insurance in- 


volving the honesty of 
persons, it is estimated, 
will bring the total of 
such payments to more 
than $100,000,000. 


Association deserve explana- 











|ers. Home dry cleaning ef- 
forts are fruitful sources of 
danger and careless storing 
of combustibles lead to con- 
stant danger. 

Mr. Strohm says that re- 
ports on file in his office show 
a constant increase of fire 
| losses in rural districts year 
| after year. 


b, _ 
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Gave Up Vacatio Trip wud 


tion. Mr. Dumont says that 
the clauses were adopted 
after lengthy consideration 


of the various points raised 
by Mr. Dutcher and he as- 
serts that the other side of 
the story “may help to allay 
the brokers’ criticisms.” 
Mr. Dumont says that the 
presence of a clause in the 
policy penalizing the assured 
proportionately for under- 
stating his values in his re- 
ports and also of a clause 





1,000 Families Benefited 


BALTIMORE, Dec. 28.—One 
| thousand families in Balti- 


more had a happier Christ- | 


mas last week because one 
man, Raymond Sinskey, can- 
celed a pleasure trip to Ber- 
| muda. 

With the money he had 
planned to spend on the va- 
|eation he bought baskets 
| which were distributed 
|through the police depart- 
'ment. The act was dedicated 





to his father, Albert Sinskey, | 


who died suddenly last week. 
For months Sinskey, who is 


| 


'of the Great National Insur- 
ance Company, had looked 
forward to his trip to the 
| tropics. Baggage was packed 


connected with the local office | 


and reservations made on a 
steamer which sailed Christ- 
mas eve. But the conditions 
|among the poor of the city 
were ever before him, he said. 

Feeling the pleasure he 
| would derive would be dis- 
counted by thoughts of suf- 
fering in Baltimore, he de- 
cided to call off the jaunt. 
Sinskey communicated his 
plans to Gen. Charles D. 
Gaither, police commissioner, 
and asked his cooperation. 
Gaither promised the aid of 
his department. Forty patrol- 
men from eight districts 
packed the baskets. Each 
basket contained 18 different 
articles of food and were dis- 
| tributed on Thursday. 

















Lt Nog 


‘Clauses of |. U. B. Forms 
Explained by J. R. Dumont 


Managers of the Interstate Underwriter’s Board Replies 
to Criticism Made by M. B. Dutcher in Bulletin of 


the Insurance Broker’s Association 


John R. Dumont, manager of the Interstate 
Underwriters Board, has 
which he asserts that the objections vo certain 
clauses of the I. U. B. forms stated by Malcolm B. 
Dutcher, chairman of the interstate underwriters 
board committee of the Insurance Brokers Associa- 
tion of New York, Inc., in an article in the Decem- 
ber issue of the Bulletin of the Insurance Brokers 


issued a statement in 


providing for the audit of 
his books to determine accu- 
racy of reports does not seem, 
as Mr. Dutcher said, an at- 
tempt by underwriters to 
‘have their cake and eat it, 
too.” 

The audit clause, he points 
out, is an optional one on the 
part of the company. It 
may or may not exercise its 
privilege of auditing. He 
says: “As a matter of prac- 
tice, at the present time all 
I. U. B. policies are audited 
where the premium is not too 
small to make the expense 
prohibitive. But the policy 
contract does not make it 
mandatory and the I. U. B. 
rule may be changed at any 
time. Where it is not done, 
the company is entitled to 
the protection of a clause 
which merely says, ‘If you re- 
port your values honestly 
and correctly, your loss will 
be paid in full. If not, your 
loss settlement will be pro- 
portionately reduced.’ It is, 
therefore, to protect the com- 
pany in case it prefers not to 
incur the expense of audit 
that this clause exists.” 

If no audit clause appeared 
in the form, Mr. Dumont 
says, the assured who had 
suffered no loss during his 
policy life might have under- 
stated his reported value for 
the entire year and the com- 


(Concluded on page 31) 
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MINNEAPOLIS 
LOS ANGELES 
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BOSTON 
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Marsh & McLennan 
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164 W. Jackson Blvd., Chicago 
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IS THE COAT INSURED ? 
TOO BAD IF IT ISN'T! 


For a sma'l premium insurance may be obtained covering Fur Coats and 
other Furs against loss by Holdup, Theft, Fire, Travelling Risks and practically 
every form of loss that can happen, wherever the Furs may be. 


RATES 


After January Ist, 1932 $1.50 per $100 
Minimum premium $5.00 
Until January Ist, 1932 2.00 per 100 


Minimum premium $8.00 


Policies issued prior to January Ist, 1932, adjusted to the above basis. 
This Policy sells itself. All you have to do is to tell them about it. 


A. F. SHAW & CO., INC. 


Insurance Exchange 75 Maiden Lane 
Chicago, Ili. New York City 


General Agents—All Risks and Inland Marine Departments 


Saint Paul Fire & Marine Insurance Co. 
Eureka-Security Fire & Marine Ins. Co- 
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Life 
Underwriting 
Efficiency 


by Walter Claf 


Repeatedly described as 
the best beginners text 
available on life insur- 
ance salesmanship. Nu- 
merous subtle ways of at- 
tracting the prospects at- 
tention and beguiling 
methods of approach are 
outlined, followed by 
many ingenious closing 
suggestions. Selling ade- 
quate coverage is stressed 
with definite examples to 
show how the salesman 
may lead the prospect to 
discover the extent of his 
own needs. 


Price $1.00 


12 copies, $10: 
25 copies, $20. 





The Spirit 
of Life 


Underwriting 
by Walter Claf 


In thts book, a sequel 
to Life Underwriting 
Efficiency, the author em- 
phasizes the importance 
of physical appearance 
and mental attitude. This 
book is not only highly 
inspirational to both the 
new and the experienced 
salesman but also offers 
many new and effective 
sales methods. One G. n- 
eral Agent says it is “the 
best sales book for both 
new and old men I have 
read in my 26 years in the 
business.” 


Price $1.00 


12 copies, $10; 
25 copies, $20. 








C. L. U. DEGREE QUESTIONS & ANSWERS 


Copies of complete set of questions and Price $1.00 
answers to the June, 1931, C. L. U. $ 
Degree examination. 12 coptes, $iv. 














ORDER TODAY FROM 


THE INSURANCE FIELD 
P. O. Box 617 
LOUISVILLE, - KENTUCKY 





Second Edition 
NEW — REVISED — ENLARGED 


THE 
INDUSTRIAL CLAIM 


ADJUSTER 


For All Accident and Health Insurance Agents, 
Adjusters and Field Men 


By C. H. HARBAUGH, M.D. 


Frequently an agent is called upon to adjust claims, 
and if he is in possession of this book he can tell ap- 
proximately how long the disability, for which claim is 
made, should last, thus assisting prompt settlement. 

Constant use of this book by the industrial accident 
and health insurance solicitor will result in fewer post- 
ponements and rejections of applications as well as less 
dissatisfaction on the part of the claimants. 


Vocabulary of Medical Words 


An additional feature of the new revised and enlarged 
edition of The Industrial Claim Adjuster is a Complete 
Vocabulary of Medical Words with definitions. This sec- 
tion alone gives the essential information contained in 
medical dictionaries selling at many times the price of 
this invaluable little book. 


Price, flexible binding, $1.50 
Discount in quantity orders. 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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Railroad Earnings Cut Down 
By Restrictions of the I. C. C. 


New Book Points Out Difficulties the Industry Has 
in Competing with More Favored Transportation 
Agencies; Security Angle Discussed 


In the foreword to “The 
I. C. C. vs. Class Railroads 
of the United States,” re- 
cently published by Simmons- 
Boardman Publishing Com- 
pany, Horace L. Whitridge, 
the author, is described as a 
bond salesman who undertook, 
on his own behalf, to make 
this analysis of the History 
of the Railroads of the United 
States since the passing of 
the Transportation Act of 
1920, to find out why he could 
not sell railroad stocks or 
bonds to his customers. 
After reading this illuminat- 
ing work, we presume that 
Mr. Whitridge’s recent dis- 
couraging experience as a 
railroad security salesman 
has not in any way dampened 
his sense of humor. The au- 
thor presents his analysis in 
a humorous, at times caustic, 
but altogether effective man- 
ner. He has gathered togeth- 
er a convincing array of ma- 
terial in his endeavor to as- 
certain the facts. Remarka- 
ble success has been achieved 
in presenting a vivid, non- 
technical discussion of a prob- 
lem involved in technicalities. 
The book should prove indis- 
pensable not only to those 
who are concerned with rail- 
road securities, but to those 
who are seeking enlighten- 
ment on a problem which is 
currently engaging the pub- 
lic attention more than at 
any time during the past 
decade. 

To the most casual observ- 
er it must be apparent that 
the railroads of the United 
States hold a strategic posi- 
tion in this country’s national 
economy. Without the ser- 
vice which they render, it is 
easily conceivable that indus- 
try and commerce would 
promptly discover themselves 
in a state of complete demor- 
alization. To have value, 
goods must be transported 
from the point of production 
to the point of consumption. 
For the past century, the rail- 
roads have been the principal 
agency in creating this value. 
In spite of the more recent 
advent of other agencies of 
transportation such as the 


THE SPECTATOR 
December 31, 1931 


truck, the pipe line, and the 
airplane, there is no reason 
to believe that the railroads 
can be economically displaced 
from the present dominant 
position they hold as carriers 
of goods. It is inconceivable 
that a string of 5-ton trucks, 
each requiring at least one 
operator, could be substituted 
for a freight train of 100 
loaded cars operated by 5 


Yet, as the author 
points out, through the per- 
sistent encroachment of these 
agencies the railroads are be- 
ing deprived of the class of 
business which can best bear 
a rate sufficiently high to al- 
low a rate on other commodi- 
ties which in the interest of 
industry must be transported 
at a rate as close as possible 
to the cost of producing the 
service. 

As a result of the promis- 
cuous, unregulated advance of 
these competing agencies, the 
refusal of Congress to per- 
mit their regulation, the ar- 
rogant attitude of the Inter- 
state Commerce Commission 
in promoting the interests of 
the shippers at the expense 
of an industry with an origi- 
nal cost valuation of $21,209,- 
185,590 (The I. C. C.’s own 


men. 
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figure) and a capitalization 
of $18,952,748,996, the reve- 
nues of the railroads have 
declined to the point where 
their credit has been de- 
stroyed, and they find it im- 
possible to maintain their 
properties and render safe 
and efficient service. 

“The railroads in the past,” 
asserts the author, “have 
been able to draw heavily 
upon that great fountainhead 
of capital, represented by 
public funds under the guard- 
ianship of trustees, savings 
banks, insurance companies 
and the endowment funds of 
hospitals, charitable organ- 
izations and universities, but 
unless they can live up to the 
legal requirements or con- 
servative standards long fol- 
lowed by such institutions, 

(Concluded on page 33) 
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THE HUDDY 
ENCYCLOPEDIA OF 
AUTOMOBILE 


—— 


MUDDY HUDDY 
CLOPEDIA CYCLOPEDIA 
ait AuTomosHLE & 
Law 


In 11 Books, Kept to Date by Pocket Supplements 


The Standard Authority on Automobile Law 


To support statements made in the text and to add to the clarity of the work, 
rules of law are given in the footnotes in the form of actual quotations from 
judicial opinions in important cases. 
heading and hence easy to locate. In the same way, actual applications of the 
rules of law are given under uniform headings in the notes, illustrating by 
concrete examples the proper application of the law. 


Price Complete, $60. 


THE SPECTATOR COMPANY 


Division of United Business Publishers, Inc. 


243 WEST 39TH ST., NEW YORK CITY 


New ORLEANS 
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Fire Prevention 


Week Results 


Cities and Town Reports 
Judged by International 


Committee 


The splendid work that is 
being accomplished during 
the annual fire prevention 
week, held each year in Oc- 
tober, is shown by the report 
of the international commit- 
tee of judges appointed to re- 
view the reports by towns 
and village cities and towns, | 
outlining their activities dur- | 
ing fire prevention week this 
year. These reports were | 
submitted to T. Alfred Flem- 
ing, superintendent of the 
conservation department of | 
the National Board of Fire 
Underwriters and chairman 
of the fire prevention week | 
committee of the National | 
Fire Protection Association. | 
The committee consisted of | 
the following: A. T. Bell, 
manager of the Chalfonte- | 
Haddon Hotels of Atlantic | 
City and chairman of the ex- 
ecutive committee of the Na- 
tional Fire Protection Asso- 
ciation; George W. Elliott, 
general secretary of the Phil- 
adelphia Chamber of Com- 
merce, and William Walker 
Orr, manager of the New 
York Credit Men’s Associa- 
tion. 

Among the high lights in 
the report of the committee 
was the fact that of thé cities 
reporting in the United States, | 
58 showed no loss by fire dur- | 
ing the week beginning Sep- | 
tember 27. During the preven- 
tion week, October 4 to 10, 73 
reported no damage because 
of fire and 70 reported no fire 
loss during the following week. 
During those three weeks 
the fire loss in the cities fur- 
nishing the records was re- 
duced 48 per cent as com- 
pared with the average 
weekly loss of the same cities 
in 1930. 

The committee fixed a min- 
imum grade for attainment of 
first and second position in 
the record of merit. In cases 
where this grade was not 
reached by cities, but what 
was considered good work 
had been accomplished, the 
leading city in each State re- 
ceived honorable mention. In | 
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per cent were Concord, N. H.; | of Cats Meow, given at Christ 





Hospital and Institute 
Fire Record 


A record, covering the 
period since Sept. 1, 1915, 
of 202 hospital and insti- 
tution fires in which loss 
of life occurred, as report- 
ed to the National Fire 
Protection Association, is 
shown in a pamphlet is- 
suel by the association. It 
is pointed out that while 
the number of fires report- 
ed to the association is 
but a fraction of the total 
number of fires that have 
occurred, the volume of 
data given is sufficient to 
draw general conclusions 
as to the predominating 
causes of institution fires, 
the loss of life, the effec- 
tiveness of protection and 
like details. 

The pamphlet holds that 
“safety to life in build- 
ings of this occupany re- 
juires: proper construction 
of buildings, adequate ex- 
its, careful housekeeping 
and protection of fire haz- 
ards, a competent, trained 
staff having adequate per- 
sonnel on duty at all 
times.” 

While many of the more 
recently constructed in- 
stitution buildings are of 
first-class fire - resistive 
construction with adequa*e 
fire protection, it is held 
that “there are still a || 
large number of institu- 
tions being built in which 
fire safety has not received | | 
sufficient consideration; || 
where the exterior walls 
are of substantial con- 
struction, giving the sem- || 
blance of fire safety, but || 
where the interior is ‘built | | 
to burn.’” 

















New York State Rochester 
was first and Newburgh and 


Watertown tied for second 
place. Syracuse received 
honorable mention. The fol- 


lowing cities have a grade of 
merit of 90 per cent and 
over: Albany, Ga.; Elyria, 
Ohio; Hartford, Conn.; | 
Ocala, Fla.; Prescott, Ariz.; | 
St. Louis, Mo.; Savannah, | 
Ga.; Wichita, Kan. Cities | 
having a grade of 80 to 89 


Fort Collins, Colo.; Fremont, 
Mich.; Indianapolis, Ind.; | 
Kansas City, Mo.; Lakewood, | 
Ohio; Moline, Ill.; Newark, 
N. J.; Ridgewood, N. J.; 
Rochester, N. Y.; Springfield, 
Mass.; Topeka, Kan. 





| fice in 1904, 
| had been connected for eigh- 


| peace time years has there 


| circles. 





New Jersey News and Comment 








| The executive committee 

of the Bergen County Asso- 
| eiation of Insurance Agents 
will meet on January 8 at the 
Elm Chateau, Hackensack. 
The association has an en- 
rolled membership of 65. 

oe « - 


not in many 


Probably 
been such a universal feeling 
of relief as is experienced to- 
day in the passing of 1931. 
Everyone is painfully aware 
of its trials and privations 
but looking forward with 
hope, confidence and strong 
belief in the foreshadowed 
possibilities for 1932. 

* cal 7 

In a decision rendered by 
Judge Morris Umansky of 
North Hudson District Court, 


Union City, it was ruled that 
a claim for $319.20 should be 
paid by the Commonwealth 
Casualty Company to Lavey 
Levine as the result of an 
automobile accident last 
June. Mr. Levine obtained 
a judgment in September 
against Philip Levy, who 
owned a car which collided 
with Levine’s. Unable to 
collect from Levy because the 
latter’s insurance company 
contended it was not involved 
since Levy had failed to file 
a certificate of insurance 
with the Motor Vehicle Com- 
missioner and thereby absolv- 
ing the company from finan- 
cial responsibility, suit was 
brought against the insur- 
ance company, resulting in 
the above decision. 








Death of Howard Hampton 


The sudden death last Sat- 
urday of Howard Hampton, 
of New York, manager of the 
New York office of the Hart- 
ford Fire Insurance Co., came 
as a shock to his many 
friends. Mr. Hampton as- 
sumed the management of 
the Hartford’s New York of- 
Previously he 


American Colony’s Set-up 


An examination by the New 
York Insurance Department 
of the American Colony In- 
surance Company of New 
York and the Germanic Fire 
Insurance Company of New 
York as of Sept. 30, 1931, 
shows that the company re- 
sulting from the merger of 
the two carriers will have as- 
sets of $2,400,370, unearned 





teen years with the city of- 


| fices of the Commercial Union 


Insurance Co. 

Mr. Hampton was a direc. 
tor of the Hartford Live 
Stock Insurance Co. and a 
director of the New York Un- 
derwriters Insurance Co. He | 
had served on a number of 
committees of the New York 
Fire Insurance Exchange and 
since 1904, when he was elect- | 





|ed a member of the commit- | 


tee on surveys of the New| 
York Board of Fire Under- | 
writers, he had served con- 
tinuously on that committee | 


| of which at one time he was | 
| ° . . | 
the chairman. He is survived 


by his widow. Funeral ser- 
vices were held Tuesday eve- 
ning at his late residence in 
Brooklyn. 


The annual Christmas 
party of the St. Louis Court | 
No. 1, Great & Jovial Order | 





the King Hall, 7324 Balson | 
Avenue, University City, Mo., | 


premium reserves of $1,029,- 
140, a capital of $750,000, 
and surplus of $344,436. The 
company will be known as the 
American Colony Insurance 
Company. 


Safer and Saner 
C. W. Borrett, secretary of 


| the Iowa State Fire Preven- 


tion Association, who has 
been conducting a campaign 
against the _ indiscriminate 
sale and use of fireworks and 
various explosives, reports 
that to date 44 municipali- 
ties have passed ordinances 
against further use of such 
things. He is of the opinion 


| that by spring, or by the time 


another 4th of July rolls 


|around, at least 100 towns 


and cities will have passed 
restrictive ordinances. 





A report of Chief Inspec- 
tor Albion E. Peabody of the 
Bureau of Fire Prevention, 
Toledo, Ohio, covering the 


; activities of his department 
the afternoon of Dec. 21,| for November shows that 
proved the most successful/296 inspections were made 





event of its kind in the his-| by Bureau members and 81 
tory of St. Louis insurance | hazards removed during the 


month. 
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Missouri Premiums 


Impounded | 





Move Under Way to 


Protect Them by Means | 
| Falk, 


of Surety Bonds 


St. Louis. Mo., Dec. 29.— 
State Superintendent of In- 
surance Joseph B. Thompson 
of Missouri has under ad- 
visement a suggestion that 
fire insurance premiums be- 
ing impounded pending ‘he 
outcome of litigation involv- 
ing a 15 per cent increase in 
fire, hail, tornado and light- 
ning insurance rates put into 
effect by the companies some 


months ago be protected by | 


surety bonds. 

Robert J. Folonie, of Chi- 
cago, counsel for the fire in- 
surance companies operating 
in Missouri and interested in 
the rate fight, was in Jeffer- 
son City last week to discuss 
the bond question with repre- 
sentatives of the insurance 
department. 


} 


New Brokerage Offices for 
Royal-Liverpool Groups 


Beginning Jan. 1, 1931, the 
Royal-Liverpool Groups will 
put into operation a com- 
pletely reorganized Broker- 
age Department under the 
supervision of Walter L. 
The new department 


| will be conveniently located 





on the second floor of the 
Royal Building at 150 Wil- 
liam Street, New York. Much 
thought has been given to the 
planning of this department, 
and a trained staff has been 
organized to handle not only 
ation-wide brokerage busi- 
ness, but foreign business as 
w.lel The Royal and L. & L. 
& G. are represented in 
more than ninety 
throughout the world. 


Receivers for Great National 





countries | 


BALTIMORE, Dec. 29.—Judge | 


Albert S. J. Owens has signed 
an order in the Circuit Court 
appointing G. W. S. Mus- 
grave and Theodore C. Wa- 
ters receivers under bond of 


$10.000, for the assets of the | 


Great National 


Insurance | 


_ Some of the funds are be- | Company of Washington, D. | 
ing impounded by the United | C,, with headquarters at Bal- | 


States District Court 


at +timore. The order was signed | 


Kansas City, while others are | upon a bill of complaint filed | 


under the jurisdiction of the 
Cole County Circuit Court in 
Jefferson City. The funds 
held in Kansas City are pro- 
tected by bonds. 

State Superintendent 
Thompson advised Mr. Fe- 
lonie that he has not been 
able to obtain depository 
bonds from the banks with 
which the funds impounded 
by the State are deposited. 
This sum now ranges wel! 
above $500,000. The barks 
have pledged State and Gov- 
ernment bonds as_ security 
for the special deposits, but 
the legality of this practice 
has been questioned. 

The Missouri Insurance 
Department plans to begin 
taking testimony in the rate 
litigation in New York City 
on Jan. 25. It is believed 
that about two weeks will be 
required to obtain the testi- 
mony desired in the East. 
Later the hearing will be 
transferred to Chicago and 
still later to Kansas City. 

In the meantime the agents 
of the State are hopeful that 
some peaceful solution of the 
rate controversy may be ob- 
tained. They feel that there 
should be some common 
ground on which the com- 
panies and the insurance de- 
partment can get together. 
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| by the Empire Fire 





| 


Insur- 


ance Company, which claimed | 
it was a creditor of the de- | 


fendant in the sum of $8,- 
228.93, and alleged that it 
was unable to meet its obli- 
gations as they mature. 





Fire Losses in Canada 


The Monetary Times esti- 
mates that the fire losses in 
Canada during the week 
ended Dec. 22, this year, are 
$153,700. For the correspond- 
ing week of 1930 the losses 
were $436,300. From the 
first of the present year to 
Dec. 22 the Canadian fire 
losses totaled $36,285,934, 


compared with $28,330,715 | 


for the same period of 1930. 








W. H. Kelly New Jersey 


Commissioner 
Colonel William H. 
Kelly, of East Orange, 


N. J., has been appointed 
Commissioner of Banking 
and Insurance of New 
Jersey to succeed Frank 
H. Smith, of Plainfield, 
whose term expires Feb. 
27, 1932. Mr. Kelly was 
one of the organizers of 
the East Orange Trust 
Company and is chairman 
of the Essex County Dem- 
ocratic Committee. 











Fireman’s Fund Promotions in 
New Jersey 


Manager Charles C. Han- 
nah of the Eastern depart- 
ment of the Fireman’s Fund 
Group has announced several 
changes in the New Jersey 
field following the recent ad- 
vancement of Frank G. Voor- 
hies to be general agent of 
the Boston office. Percival 
Collins, Jr., special agent in 
southern New Jersey under 
the general direction of Mr. 
Voorhies, will assume com- 
plete field supervision over 
that territory. Theodore R. 
Roller will have entire charge 
of a portion of northern New 
Jersey territory. Robert F. 
Moore will join the Fire- 
man’s Fund organization as 
special agent in New Jersey 
on Jan. 1 and will supervise 


| a part of the northern sec- 





In Praise of Lightning Rods | 


FRANKForT, Ky., Dec. 29. 


—The State Insurance De- | 


partment has approved the 
propaganda that is put forth 
by the College of Agriculture 
of the University of Ken- 
tucky to the effect that 
lightning rods are a good 
protection to prevent fire. 
Buildings properly equipped 
with lightning rods, it is al- 
leged, are less likely to be 
struck by lightning. 


tion, including Essex County. 





Fire Insurance on Vessels by 
Royal-Liverpool Groups 


A newly organized vessel 
department of the Royal- 
Liverpool groups will be 
opened tomorrow for the pur- 
pose of underwriting fire in- 
surance on vessels, and the 
Liverpool & London & Globe 
Insurance Company’s con- 
nection with the New York 
agency of S. D. McComb & 
Co., which has handled this 
form of business for the com- 
pany, will be terminated. 
The new vessel department 
will be located at 150 William 
Street. Full coverage ma- 


| rine insurance will continue 


to be handled by the ocean 
marine department of the 
Royal group at 84 William 
Street and by the ocean de- 
partment of the Liverpool 
group at 33 South William 
Street. 
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1. U. B. Forms Explained 
(Concluded from page 27) 


pany be no wiser. To pro- 
tect the company in that case 
and to give it the right to 
audit if it desires, the audit 
clause is necessary. [In al- 
most every audit completed 
on I. U. B. policies to date, 
corrections of some sort have 
been agreed upon between 
auditor and assured, errors 
made with every good faith, 
but nevertheless errors. Often 
such errors would not accur 
if brokers were more specific 
in instructing assureds under 
reporting policies, Mr. Du- 
mont says. 

He says that many com- 
panies have stated that it has 
been gratifying to receive 
the heartiest cooperation of 
assureds and to receive let- 
ters expressing thanks for 
an explanation of how re- 
ports should be made. 

Concerning the Specific 
Insurance Clause, Mr. Du- 
mont says that it is one 
which prohibits any specific 
(not concurrent reporting) 
insurance except in excess of 
the limit or unless endorsed 
on the I. U. B. policy, upon 
penalty of voidance of the en- 
tire policy. The difference 
between the I. U. B. form and 
the single state A & B forms 
must be borne in mind, he 
says. I. U. B. policies are 
written at an average rate. 
A and B forms at specific 
rates at each location. 

In conclusion Mr. Dumont 
said: “The correctness of 
the average rate based on a 
statement of values or upon 
reported values would be 
completely destroyed could 
the assured file values at low 
rated locations for rate mak- 
ing purposes, but insure the 
low rated ones specifically, 
thus securing insurance on 
the high rate values alone at 
an average based on both 
high and low rated locations. 

“Specific insurance in ex- 
cess of the limit is permitted, 
because in figuring the aver- 
age rate no values higher 
than the limit are used, and, 
therefore, the average is not 
destroyed. 

“On A & B (single state) 
forms no average rate is 
used, and the company, there- 
fore, is not penalized by the 
placing of the specific insur- 
ance. The specific policy will 
carry the same rate as the A 
or B form for the same loca- 
tion.” 


Fire Insurance 
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The dollar you spend now 


is worth $1.50 


The dollar you SAVE now 





exist. 


Now, it’s wrong to spend our dollars foolishly, 
just for the sake of spending. But a lot of us are saving 
dollars foolishly—just for the sake of saving—without 
realizing that the dollar we save today has a decreased 
earning power compared with the dollar we saved in 
1929. But the dollar we spend today is worth $1.50 in 


value received. 


Most prices are way down—further down than 
they were even in 1921. Eggs and butter and flour and 
clothing and furniture are way down—and that means 
values are way up. This is the greatest buying time we'll 
see again for many years. 


is worth 75¢ 


A tor of people feel just now like the old Negro 
who came to the crossroads and saw one sign point- 
ing to heaven and another sign pointing to hell. He 
shook his head and said to himself: “Ef Ah goes to 
Hebben, gotta fly all the while; ef Ah goes to Hell 
gotta jump all the while. Ah giss Ah’ll jes’ set here 


an’ rest mahse’f.” 
Bor resting is rusting. This is true of dollars. 


| F those of us who have money just leave it to rest 
—the wheels of industry keep on rusting. Wheat 
and cotton and corn keep on piling up in warehouses. 
Our neighbors keep on hunting for jobs that don’t 


Pretty soon, these prices are going to start up 
—some prices have already started up. When they do, 
we'll have to pay more for the things we need right now. 
We shall have lost the chance to get that new suit or 
dress or chair or bed or radio or automobile—at a bargain! 


Besives, if we buy these things now, we'll put 
somebody to work who needs a job even worse than he 
needs charity. If we put him to work, he can buy the 
things we make or sell, and that will help us. 


Harp times? Not if we harness our dollars 
and hitch them to the wagon, instead of leaving them in 
the stable. 


THE NATIONAL PUBLISHERS’ ASSOCIATION 


“To use available income to purchase goods normally needed and in the replacement of which labor 
is employed, is a condition precedent to any hopeful program to constructively increase employment.” 


From the Recommendations of the Committee on Unemployment Plans and 
Suggestions, of the President’s Organization on Unemployment Relief. 
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Secretary of Commerce | 
Praises National Council 


Expressing his pleasure 
over the resolution recently 
adopted by the National Fire 
Waste Council, which em- 
phasized the desirability of 
making 1932 a year of 
marked reduction in the na- 
tion’s appalling fire waste, 
as a contribution to better 
economic conditions, Secre- 
tary of Commerce, Robert P. 
Lamont, said recently “Re- 
solutions will not prevent 
fires, but the fact that prac- 
tical, energetic and continu- 
ous activities directed toward 
the study and causes of fires, 
to better laws, ordinances, 
codes, inspection, and educa- 





tion, to sounder planning 
and construction, and more 
attention to fireproofing, 


and, finally, to more efficient 
firefighting methods and ap- 
paratus—in short, to all of 
the things which the Na- 
tional Fire Waste Council 
was organized to promote 
will cut down our enormous 
fire losses.” Secretary La- 
mont asserted that constant 
fighting along the lines men- 
tioned above will produce 
results in the end, and the 
council’s special effort di- 
rected toward 1932 cannot 
fail to have highly beneficial 
results, he says. 





Railroad Earnings Cut 
Down 
(Concluded from page 29) 


this source of capital will be 
closed to them i 

“It is a sad commentary on 
American business policies 
that of the 67 largest roads 
of the country receiving over 
95 per cent of the total gross 
revenues of Class I roads 
(those with gross operating 
revenues over $10,000,000), 
only 35 had sufficient net in- 
come in recent years to qual- 
ify their bonds as legal in- 
vestments for savings banks 
in New York State, and un- 
less present conditions are 
promptly corrected the bonds 
of 21 of these 35 may be 
stricken from the list for 
1932.” 

This book may be secured 
at a price of $1 per copy. 

L. S. McComss. 








General Agencies Merge 


Two well known Richmond, 
Va., general agencies, Gordon 
& Brown and B. P. Carter, 
have been merged. 
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America Fore’s Christmas 
Party 


One hundred and fifty of- 
ficers and department heads 
of the Continental and Fidel- 


ity-Phenix fire insurance 
companies and other company 
members of the “America 


Fore” group, including the Fi- 
delity and Casualty Company 
of New York, were Christmas 
Eve guests of Ernest Sturm, 
chairman of the boards, at a 
luncheon served on the top 
floor of the companies’ build- 
ing at 80 Maiden Lane. 

Mr. Sturm presented each 
of his guests with a bronze 
seal, mounted on marble, of 
Ancient Rome bearing the 
letters S P Q R (Senatus 
Populus Que Romanus). The 


| gift was copied for Mr. Sturm 


after an old design by an 





Italian artist who lived many 
years ago in Rome. 

Paul L. Haid, president of 
the companies, on behalf of 
the officers, presented Mr. 
Sturm with a handsome trav- 
eling bag fully equipped. 

After wishing the gather- 
ing the greetings of the sea- 
son, Mr. Sturm told of his 
Mediterranean trip of last 
summer, which included vis- 
its to Italy, Egypt, Turkey 
and Greece. He also thanked 
his staff for their efforts dur- 
ing the year. 





Mayor J. E. Clayton, of 
Glasgow, Ky., has issued a 
warning to all persons in 
that city that they must not 
follow the fire department in 
runs for fires. Arrests will 
be made and severe punish- 
ment meted out to violators. 
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National Liberty Capital 


Reduced 
Stockholders of the Na- 
tional Liberty Insurance 


Company have approved the 
proposal of the directors to 
reduce the capital of the com- 
pany from $10,000,000 to $4,- 
000,000 by reducing the par 
value of the shares from $5 
to $2 each, thus transferring 
$6,000,000 to the surplus ac- 
count. 


Minimum Premium Charge 


It is expected that at the 
next meeting of the New 
York Fire Insurance Ex- 
change, wn'ch will occur on 
Jan. 13, that the minimum 
premium charge on fire poli- 
cies, excluding automobile, 
will be raised from $2 to $5. 























LURBAINE 
com? ASSU RANCOY Yang 





=> 
CONTRE LINCEND! 
FOUNDED 1838 











(Unbaine Fine 
Insurance 4; 


Paris, France 


YEAR 1932 


We all know the stormy months through which we have 


just passed. 


Let’s all pull together for a happier and more prosper- 
ous Year 1932. 


This Company transacts a Fire Reinsurance business only. 





FESTER, FOTHERGILE « HARTUNG 


United States Managers 


10 William St. New York City 
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NE year ago midnight there was 
brought forth upon these conti- 


bon 


nents a new year, conceived 
and dedicated to the proposition that 
prosperity was just around the corner. 
punch drunk 
the symbolic little child 


Through our eyes we 
seemed to see 
born with a caul, that charm against 
misfortune, that sure protector against 
drowning. A toast, quoth we, to our 
little Moses who shall lead us back into 
the bull-rushes, who shall split the tur 
bulent waves and make an easy path- 
way for us to gain the opposite shore. 
And echo answered, toast. 


* 


UT after drinking many an echo- 
ing toast, and after discussing 


the new babe in the manner of Tris- 
tram Shandy’s Uncle Toby, what hap- 
pened? The little 
this journal is subject to certain postal 
nothing 


brat, and because 
regulations, I can call him 
more, turned out to be a public charge. 
On or before January 2 last, he wet his 
dear little feet, and we've been using 
stomach pumps, artificial respirators, 
hot packs, mustard plasters, and 
straight Scotch to keep him alive ever 
since. The doctors say he can’t live 
after midnight tonight, and am I glad 

ask me! There are those of us who 
will celebrate the demise of the old 
year tonight, and when we read of the 
birth of the new tomorrow we will be- 
come ardent contraceptionists. 


. * * 


same Peck’s Bad Boy fo1 


as the 
1931 will leave his mark on the | 


century. Post and Gatty Jules Verned 
it around the world in eight days, and 
steel hit a new low; Millikan split the 
atom, and England went off the gold 
standard; Einstein plunged into the 
fifth dimension, and 9000 banks plunged 
into receivership; the 
series, but I, hooray, won two dollars 
and entered the only black mark on 
the year’s ledger. The price of 
spiritus frumenti sagged on the 
Atlantic Seaboard, but no small boys 
won cycle or arbor-squatting mara- 
thons; James J. Walker drank beer in 
Carlsbad and orange juice in Cali- 
fornia; Alfalfa Bill 
militia and got Oklahoma oil 
back to “normal,” but Eddie 
solved the unemployment problem and 
was nominated for the presidency. His 
solution, come to think of it, is very 
simple, you just abolish work. About 
the best thing that happened during 


prices 


the year was that one-quarter of an| 


inch was shaved off the thick British 
accent of American radio announcers. 
Since we are taught to be thankful for 
little things, let me lead you in a one- 
tenth of one per cent alcohol by volume 
toast to 1932. It, fortunately, can do 
no worse. 


Casualty, Surety, Etc. 


in hope | 


“A’s” lost the | 


called out the} 


Cantor | 


a 


PEOPLE 


AND 


PROBLEMS 


IN CASUALTY INSURANCE 


Au over the country, 
the posts of the American Legion are 
receiving copies of a_ booklet pub- 
lished expressly for the Legion by the 
National Casualty and 
Surety The title of 
the booklet is “Community Safety 
\ctivities of American Legion Posts,” 
Hall, 


and highway 


Bureau of 
Underwriters. 


and it was designed by John | 
director of the street 
| division of the Bureau's conservation 
staff. = It methods and 


procedure of organizing community 


outlines the 


safety work for any city, town or 
hamlet which every Legion post from 
| the smallest to the largest can under- 


take, and shows the results already 
obtained from similar activity. 

It is hoped that the various state 
units of the Legion will undertake 
the promotion of statewide motor car 
inspection campaigns, which will not 
only work infinite good in behalf of 
safety but also contribute consider- 
able relief to the unemployment prob 





| 
| rr . . . 
lem. The inspection campaigns can 
| be undertaken by every service and 
filling station in the state under the 


authorization of the department of 


|} motor vehicles or its equivalent, and 
|} will doubtless result in odd repair 
| jobs such as brake relining, headlight 
replacement and other things. In 
states where the campaign has already 
been tested over one million brakes 
have been relined, and two million 
headlights repaired or replaced. 
es % 


Scholarships 
worth approximately $4,800 have 
been established by the Hardware 


Mutual Casualty Company, Stevens 
Point, Wis., for graduates of Stevens 
Point high schools interested in mak- 
ing the field of mutual casualty in- 
surance their life work. At present 
the scholarship is restricted to a four 
vear course in the Wharton School of 
l‘inance and Commerce in the Uni- 
versity of Pennsylvania, but will be 
extended as soon as other universities 
provide equally excellent insurance 
courses. The first appointment will 
he made next June and will cover all 
tuition and other expenses for four 
years. The awards will be made an- 
nually. 





 iccaittuas banks 


been victimized by a 


have 
foolish wave of hysteria which has 
suddenly swept New England deposi- 
tors have taken advantage of a fine 
Yankee precaution written into the 


which 


State banking law. They have re- 
fused to allow any depositor to with- 
draw his entire account without 
ninety days’ notice, and will allow 
only the withdrawal of $100 over his 
actual needs during any one week. 
This action which has been announced 
in page advertisements and with lead- 
ing newspaper stories has done much 
unwarranted 
The 


toward quieting the 
fears of Connecticut depositors. 
move will doubtless prove beneficial 
to surety companies which have 
guaranteed thousands of dollars on 
deposit in the banks, and will elim:- 
nate an unjust hazard caused by mob 
fear. 
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ACCIDENT—-BONDING ——MI 


Executives See Hard Times 


Ahead for Casualty, Surety 


New York and Philadelphia Men Comment on 1931 


Results Finding Little Encouragement for 1932; R te 
Raises Felt Imperative; Losses High; Volume S gs | 


Upon viewing 1931 results, New York casualty 
and surety executives find little or no immediate 


encouragement for 


1932. Rate 


increases and 


stricter management of affairs are necessary be- 
fore the business can return to normal is the gen- 
eral opinion held by prominent casualty and surety 


men. 

THE SPECTATOR asked the 
following questions of repre- 
sentative executives: “What 
were the encouraging signs 
for 1932 im 1931 results? 
What have casualty and 
surety agents and companies 
to expect in 1982? What was 
the loss situation, and how 
did premium volume figures 
result? 

The questions 
swered as follows: 


were an- 


E. M. Allen, president, Na- 
tional Surety Company: 


“We cannot forget that 
during the period since Jan. 1 
up until Dec. 12, 1931, 1956 
banking institutions closed 
their doors. A number of the 
larger banks merged and 
many institutions in the same 
community consolidated. Each 
bank failure or merger caused 
the elimination or the reduc- 
tion of premiums paid to 
surety companies for the va- 
rious coverages purchased by 
these institutions. 


“In the manufacturing and 
merchandising fields similar 
conditions prevailed. There 
have been many failures, 
many mergers and decided 
increase in the number of re- 
tail establishments that have 
become part of “chain” or- 
ganizations with a resulting 
shrinkage in premium income 
for both agents and com- 
panies. 
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“The picture for 1932, how- 
ever, is a more cheerful one. 
Companies who, b~ the 
promptness with wl hey 
paid the abnormal number of 








John A. Diemand 





claims caused by the numer- 
ous bank failures and gen- 
eral business depression with 
its consequent defalcations, 
robberies and holdups, estab- 
lished a reputation for ren- 
dering a distinct service to 
the financial and business 
world. This will in _ itself 
bring business to agents who 
are alive to the opportunities 
arising from valuable ser- 
vice rendered.” 
(Concluded on page 39) 


| 
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SCELLANEOUS 


Leaders Give Impression of ’31 Results 





E. M. Allen 





F. & D. Dividend 


Baltimore, Dec. 28.— 
The board of directors of || 
the Fidelity and Deposit | 
Company at a_ meeting 
last week declared the reg- 


$2.25 per share on the 
capital stock, payable Jan. 
5 to holders of record Dec. 
28. 











Schewe Heads Chicago 
| Burglary Underwriters 


Mail Ballot Names Glens 
Falls Man—Other Officers 
Also Chosen 


CHICAGO, ILL., Dec. 29.— 
H. P. Schewe of the Glens 
Falls Indemnity was elected 
president of the Burglary 
Underwriters Club of Chi- 
cago in a mail ballot just 
concluded. Other officers in- 
clude Howard Griffith, Mas- 
sachusetts Bonding, vice- 
president; W. A. Coan, Fi- 
delity and Deposit, secretary- 
treasurer, and the following 
to the executive board: R. 
N. Johnston, Moore, Case, 
Lyman and Hubbard, retiring 
president, chairman; George 
M. Rieck, J. H. Tallon, J. L. 
Robertson and Martin Patt. 














The officers will be in- 
|ducted at the January 
| luncheon. 


Jesse Phillips 


Georgia Ruling 
Is Modified 


Companies  Divected to 
Cut 2.5 Per Cent From 
Total Expense Loadings 


Insurance Commissioner 
W. B. Harrison of Georgia 
has modified his much-dis- 
puted ruling on workmen’s 
compensation rate increases, 
and has directed companies 
writing workmen’s compen- 
sation insurance in his State 
to deduct 2.5 per cent from 
the total expense loadings 
filed with him. This informa- 
tion was learned by THE 
SPECTATOR from _ reliable 
sources in New York City on 
Tuesday. 

In a letter to stock casual- 
ty companies and to the Na- 
tional Council on Compensa- 
tion Insurance, Commission- 
er Harrison is supposed to 
have explained his modifica- 
tion move as the result of 
further consideration. The 
commissioner is quoted as 
saying that he had no inten- 
tion of reducing agents’ com- 
missions when he made his 
original ruling, nor did he 
intend to overstep his bounds 
of authority and single out 


(Concluded on page 41) 
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Get Ready for Spring— 
and the 
Automobile Season 


Agencies Open in 18 States 


Guardian Policies are popu- 
lar with both policyholders 
and agents. Sales come fast, 


and volume brings profit. 


med 


GUARDIAN CASUALTY 
COMPANY 
Owen B. Augspurger, President 


Home Office: Buffalo, N. Y. 
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CHRISTMAS SPIRIT 














Giving 
THE SPIRIT of Chrismas is that of giving and 
the greatest gift is that of service to mankind. 


THE INSURANCE AGENT by nature of his 
profession i¢ better able to serve mankind than 
many others, and this Company is glad to give 
to it’s agents at all times such co-operation that 
they may render a bigger and better service. 


Independence Indemnity Company 
Commonwealth Division 
Philadelphia 


B&B MORACE SHALE, Presidem 














~ 
INSURANCE 
OFFICE ORGANIZATION 
AND ROUTINE 


By J. B. Welson, LL. M., and F. H. Sherriff, F. I. A. 


A valuable guide to the proper organization and conduct 
of an insurance company. Sets forth the best methods to 
be followed in the formation and management of an insur- 
ance company’s staff. Practical features of operation 
such as correspondence, branch control, agency audits 
office systems and machines, are comprehensively dis- 


cussed. 
Price, $2.25 





| Physiology and Anatomy. By Dr. Harold Gardiner. A 

concise and clearly written treatise, with numerous illus- 
trations. It also contains chapters on the common diseases 
and accidents (including industrial diseases), and a list o! 
everyday medical terms. The book is designed particularly 
for insurance men and lawyers. 414 pages; cloth binding 


Price, post paid, $3.00 





Principles of Insurance. By J. E. Eke. A book which 
will aid in a clear understanding of the principles and 
practices of accident, fire, marine and life insurance. 


Price, post paid, $1.50 





Accountancy. By Francis W. Pixley. An entirely new 
work dealing with Accountancy from a theoretical and 
practical point of view. The latest exposition of the 
science. 318 pages. 


Price, post paid, $2.25 





Dictionary of Fire Insurance. A Comprehensive Encyclo- 
| dia of the Law and Principles of Fire Insurance, and 

ritish and Foreign Practice. Edited by Bernard C 
Remington, F. C. I. I. Contains contributions by prom- 
inent officials of fire insurance companies and other ex- 
perts. Subjects are arranged alphabetically and wel 
cross-indexed. Important subjects are given ample spac: 
and full explanation, and a great amount of serviceable 
knowledge is presented in condensed form. 


480 pages, half leather binding, price $8.50 











Dictionary of Accident Insurance. A mew, Encyclopedic 
Work Dealing” with the Principles, Law and Practice of 
Every Branch of Accident Insurance. Edited by J. 
Welson, LE. M., F. C. L. L, F. C. I. S. Contains many 
contributions by well-known authorities on British Acci- 
dent Insurance Law and Practice, with numerous forms 
and documents. In each particular section, subjects ar« 
arranged alphabetically. | Covers all classes of insurance 
except life, fire and marine. 


814 pages, half-leather binding, price, $17.50 





Insurance. A Practical Exposition for the Student and 
Business Man. By T. E. Young, B. A., F. R. A. S. Third 
Edition, Revised and Enlarged. A lucid, simple expositior 
of the principles and practice of life, fire, marine and 
other branches of insurance. Adopted as a text book by; 





























Yale University. 
424 pages, third edition, price, $3.00 





Principles of Marine Law. By Lawrence Duckworth. A 
knowledge of Marine Law is of the utmost importance to 
all those who are in any way connected with marine in- 
surance or the shipping trade, and the volume covers all 
the essential features. 


Price, post paid, $2.25 





Office Organization and Management. By Lawrence R 
Dicksee, M. Com., F. C. A., and H. E. Blain. This volume 
gives in detail, with the aid of specially selected illustra- 
tions and copies of actual business Jorma, a complete 
description of management and organization under the 
most improved and up-to-date methods. 315 pages, cloth. 


Price, post paid, $2.25 





SOLE SELLING AGENTS 
of the above works for the Insurance world 


THE SPECTATOR COMPANY 


INSURANCE EXCHANGE 243 W. 391TH Street 
CHICAGO NEW YORK 
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Prudential C & § 
in Liquidation 


Court Orders R. P. Evans 
to Take Over Assets of 
St. Louis Concern 





St. Louis, Dec. 18—Robert 
P. Evans, an attorney, as 
special agent for the Mis- 
souri Insurance Department, 
will proceed at once with the 
liquidation of the Prudential 
Casualty & Surety Company, 
St. Louis, in accordance with 
an order issued by Circuit 
Judge Harry Rosskopf here 
December 26. 


Judge Rosskopf, who has 
also restrained the company 
from further operations, 
acted after a hearing on 4a 
petition filed by State Sup- 
erintendent of Insurance 
Joseph B. Thompson on De- 
cember 22, charging that the 
financial condition of the 
company was such that its 
continued operation would 


prove hazardous to both the | 


policyholders and _ stockhold- 
ers. The company did not 
resist Thompson’s petition 

A financial statement of 
the company as of August 31, 
last, was exhibited in court 
by Oliver T. Remmers, attor- 
ney for the Missouri Insur- 
ance Department. It showed 
assets of $795,691 and liabili- 


ties totaling $820,000, includ- | 
pending | 


ing $175,000 in 
claims. Mr. Remmers as- 
serted that the decline in se- 
curity prices has reduced the 


actual value of the company’s | 


assets by $300,000. 

Mr. Evans several days ago 
expressed the fear that the 
total loss in the liquidation 
might exceed $400,000. 

The Prudential Casualty 
and Surety Company was or- 
ganized as a Missouri corpor- 
ation and began 
March 1, 1929, with $250,000 
capital and $160,000 surplus. 
Shortly after the company 
was bought by the 
quette-Easton Finance Cor- 
poration of St. Louis, which 
contributed the $160,000 to 
surplus. 

During 1930 the company 
reinsured the business of the 
Guaranty Mutual Automo- | 
bile Insurance of Evansville, 
Ind.; the Business Men’s Pro- 
tective Association of Lin- 
coln, Neb.; and a portion of 


business | 


Mar- | 


Consolidated Indemnity 
Names New Officers 


New executive appoint- 
ments were made by the 
board of directors of the Con- 
solidated Indemnity and In- 
surance Company at its meet- 
ing last week. 

James W. Brushwood, 
| George A. Jackson, Joseph B. 
Levine and Henry E. Papen- 
berg were elected vice-presi- 
dents, and John F. Whelehan, 
W. Ray Thomas and George 
T. Forster were elected as- 
sistant secretaries. 


1929 the Marquette-Easton 


Casualty Company and 23,- 
658 shares of National Guar- 
anty Fire Insurance Com- 
pany, both of Newark, N. J., 
but litigation resulted when 
it attempted to move the as- 
sets of these concerns to St. 
Louis in contemplation of a 
merger with the Prudential 
Casualty & Surety Company. 

At the close of 1930 the 
company reported ledger as- 
| sets of $795,691. After de- 
| ducting assets not. admitted 





assets of $762,036.33. It 
gave its capital as $300,000 








Finance Corporation pur- 
chased 17,772 shares of the 
Independent Bonding and | 


of $41,357 it claimed admitted | 





Accidents Cost Half 
Billion 


Accidents during the 
year causing personal in- 
juries and deaths will be 
responsible for the pay- 
ment of $560,000,000, a 
slight reduction from the 
preceding year, which is 
due to conditions under- 
lying the writing of work- 
men’s compensation insur- 
ance, according to the 
Travelers. More than 
$300,000,000 will be paid to 
the victims of automobile 
accidents or their families 
because of death, non-fatal 
injuries, and damage to 
property. Nearly three- 
fourths of the $300,000,000 
in payments will result 
from the death and injur- 
ing of persons in automo- 
bile accidents. 














and surplus of $81,799.04. 
Its net premium income in 
1930 was $613,235. The 


statement indicated an under- 
writing loss of $222,796, or 
43.9 per cent of earned pre- 
miums. It reported an in- 
crease in assets of $227,681, 
| $193,183 in reserves and 
$335,796 in premium income. 





' 
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Virginia Rules 
on Valuation 


Companies May Use Own 
Discretion in Selecting 
Basic Dates 


Insurance companies oper- 
ating in Virginia will be al- 
lowed to use their own discre- 
tion in the choice of dates 
for basing security valuation, 
according to a ruling of the 
Virginia State Corporation 
Commission. 

The commission states that 
the companies may use “av- 
erage market quotations in 
accordance with the recent 
resolution of the National 
Convention of Insurance 
Commissioners or December 
31 quotations, at the discre- 
tion of the companies.” The 
commission, however, will re- 
quire the companies to state 
the basis of valuation used, 
and the Division of Insurance 
and Banking has reserved the 
right to require actual mar- 
ket quotations as of Decem- 
ber 31 in any and all indi- 
vidual cases. 





Independence Indemnity Plays Christmas Host to Crippled Children 





Behind those Christmas whiskers is Edward Gissing, vice-president of the Independence 
Indemnity Company, Philadelphia, who played Santa Claus to over 50 crippled children from 
the Bregy Orthopedic School at his company’s Christmas party last Thursday afternoon. The 
two other fellows who are getting such a big kick out of the party are W. Freeland Kendrick, 


vice-chairman of the board on the left, and J. Horace Shale, president, on the right. 





the business of the Southwest 
Indemnity Corporation. Inj 
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of the Independence. 


Carl 


Hansen was also present at the party which had been prepared largely by the girl employes 
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NOW READY 


SECOND EDITION—Revised and Enlarged 


A System and Accounting 
for a Life Insurance 
Company 


By J. Charles Seitz, A. B., F. A. I. A. 
CONSULTING ACTUARY 


’ ! ‘HIS book gives a mass of details in con- 
cise manner—both by means of forms and 
by descriptions and explanations. Each 

subject treated is complete in itself, and there is 
avoided the annoying feature of many books of 
practical instruction, which continually break the 
thread of thought by referring the reader to other 
pages. The subjects are grouped under seven 
divisions : 


General Department Policy Department 


Agency Department Accounting Department 


Medical Department Renewal Department 


APPENDIX 


Unification Is the Secret of Success 
A Fundamental Element of this Book 


The system is exceedingly well Adapted to Ex- 
pansion as the Company grows—an Essential 
Feature of any system. 


The hints and suggestions of the book will 
SAVE TIME, LABOR and MONEY. The 
book is a consulting expert always at your com- 
mand for the one initial fee. 

Mr. Seitz is well known as an able and prac- 
tical man in connection with the mathematics and 
accounting of life insurance, and the book here 
described, of which he is author, is a practical 
guide enabling a life insurance company to lay 
out a complete and economical system of keeping 
its accounts and records. Companies having good 
systems in operation may also profit by the use 
of this book, for it is probable that ideas can be 
gleaned from it which would save a company 
yearly many times the cost of the book. 


PRICE, per copy $35 


THE SPECTATOR COMPANY 


Division of United Business Publishers, Inc. 


243 West 39th Street, NEW YORK, N. Y. 


CHICAGO BOSTON LOS ANGELES NEW ORLEANS 
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SHEARN MOODY . BM 
Vice President Asst. Vice President 
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GALVESTON.TEXAS 
. ; Insurance in force 
We have openings 

for live men in $563,616,098.00 
California 
Colorado Assets 
Georgia 
Kansas $45,484,891.05 
Kentucky 
Michigan 
Minnesota Surplus 
Missouri $7,085,859.53 
North Carolina 
South Carolina : : 
Tennessee Ordinary—Industrial 
Texas : 
Wathina Liberal First Year and 

ashington ae 
West Virginia Renewal Commissions 

If Interested Address 























~ American National Insurance Company 


GALVESTON, TEXAS 








Provident Tools 
(No. 12) 


PROVIDENT 
NOTES 


No list cf Provident tools would be com- 
plete without mention of “Provident 
Notes,” the monthly magazine for Prov- 
ident Representatives. It is full of meaty 
facts and helpful suggestions for those 
who are making Provident Mutual a 
household word throughout the country. 


Provident “Mutual 


Life Insurance Company of Philadelphia 


‘Founded 1865 


MOODY, JR. W. L. MOODY, Ul Ww. J. SHAW 
President Vice President Secretary 
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MutualLeviesY ear’s 
Premium Assessm’t 





Policyholders Called Upon 
to Aid in Rebuilding 
Company’s Reserves 


Assessments to the amount 
of one annual premium have 
been levied by the American 
Mutual Indemnity of Chicago 
upon all policyholders who 
were insured in the company 
during the years 1929, 1930 
or 1931. Those who had in- 
surance with the company 
during all three years will be 
required to pay an assessment 
equal to only one annual pre- 
mium. 

The assessment was decid- 
ed upon by a resolution of 
the board of directors at a 
recent meeting. The resolu- 
tion reads: 

“That the president and 
secretary be, and hereby are, 
instructed to collect the as- 
sessment levied as above from 
the members liable to pay the 
same and to make collection 
as soon as reasonably possi- 
ble so to do, by giving no- 
tice to each member and mak- 
ing demand for payment upon 
such form as the president 
and secretary of the company 
may decide, but without un- 
necessary delay and, if neces- 
sary, to institute legal action 
in enforcing this order.” 

President George M. Cobb 
in explaining the assessment 
to member policyholders 
states: “The economic de- 
pression has narrowed the 
margin of safety on which we 
have previously successfully 
operated. It now becomes 
necessary that we restore in 
part the reserves that have 
been drawn upon due to the 
unfavorable world-wide con- 
ditions to a basis that is de- 
manded under the State laws. 


C. O. Talmadge Appointed 
in Omaha 


President Lloyd Dort of 
the Fidelity Old Line Insur- 
ance Company of Omaha an- 
nounces the appointment of 
Charles O. Talmadge of that 
city as general superintend- 
ent of agencies for the writ- 
ing of accident and health 
coverage, for which it was 
originally formed. Mr. Tal- 
madge is president of the 
General States Insurance 
Company and will handle the 
business through its field 
forces. 
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Executives See Hard Times Ahead 
(Concluded from page 35) 





“As to acquisition cost con- 
ferences, I feel that there is 
still great need for more co- 
operation on the part of com- 
pany executives and others 
toward adopting rules and 
regulations that will in the 
final analysis benefit com- 
panies and agents. 

“I believe that the recent 
action of the National Con- 
vention of Insurance Com- 
missioners to allow security 
valuations as of June 30, for 
use in annual statement re- 
turns of casualty and surety 
companies will be generally 
adopted.” 


John A. Diemand, executive 
vice-president, Home Indem- 
nity Co.: 

“No, I don’t see anything 
encouraging in 1931 results, 
either in compensation or lia- 
bility insurance. The only 
encouraging feature that we 
know is that insurance de- 
partment officials have taken 
a sympathetic attitude toward 
the companies with respect 
to increases in rates. Volume 
has not held up, and losses 
are reacting to the trend of 
the times. Losses are even 
greater than in normal times 
because of their unusual na- 
ture in all lines.” 


Frank B. Martin, president, 
Yorkshire Indemnity Co.: 

“No, I don’t think very 
much of 1931 results, and 
right now I don’t see any en- 
couraging signs in them for 
1932. Losses are bad, and 
liability losses especially are 
very bad. Volume has held 
fairly well with us, but I be- 
lieve that it has dropped off 
generally. Casualty and 
surety agents and companies 
can expect equally bad re- 
sults in 1932 unless there are 
rate increases. I expect that 
this question will come up be- 
fore March, and I believe 
that an increase in rates is 
necessary at the _ present 
time.” 


Frederick Richardson, 
United States manager, Gen- 
eral Accident, Fire & Life 
Assurance Corp.: 


“So far as I can see there 
are no encouraging signs for 
1932. We are still in the wil- 
derness, the matter of se- 
curity values lies on the knees 
of the gods and the only com- 
fort is that things cannot 
conceivably get much worse. 

“The agents can look for 





Frederick Richardson 


harder work and lower re- 
turns in 1932. A movement 
to reduce commissions will 
probably set in, and _ the 
agents’ organizations are al- 
ready beginning to put on 
their war paint and soon they 
will be crying out for scalps.” 


Jesse Phillips, president, 
Great American Indemnity 
Co.: 


“Considering the year, 1931 
premium results were satis- 
factory with us. Losses were 
high, of course. But I am no 
prophet and would rather not 
comment on the future.” 


E, A. Evans, vice-president, 
General Reinsurance Co.: 


“The general outlook is 
very discouraging, and _ it 
seems to me that in 1932 all 
casualty and surety com- 
panies must do a _ general 
housecleaning. This is un- 
fortunate because of hard 
times, and the public will be 
annoyed when rates are 
raised. We should do these 
things in good times. 

“At the present time cas- 
ualty companies are losing 
money on operations, and will 
continue to do so until fool- 
ish competition is abolished. 

“The agents may expect 
good things next year. For 
one thing, they won’t be 
bothered by so many mush- 
room companies _ offering 
them tempting propositions, 
and their business will be 
more stable and solid. A 
great deal of unnecessary 
competition in their field will 
be removed, I believe. 

“Losses are admittedly 
very high in the casualty 
field, but they are worse in 
the surety field. Automobile 
business has been the chief 
worry in casualty insurance, 
and cut rates and equity 
rating systems have con- 
tinued to play havoc. These 
practises must stop. 





“As for our own company, 
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Hear Final Pleas on 
Mo. Compensation 


Supt. Thompson to Decide 
on 9 Per Cent Increase 
at Once 





St. Louis, Mo., Dec. 29.— 
Following a public hearing 
at Jefferson City today, State 
Superintendent of Insurance 
Joseph B. Thompson has 
under advisement a proposed 
revision in the rates for 
workman’s compensation in- 
surance, embracing seven 
hundred classification, and 
calling for an average in- 
crease of from eight to nine 
per cent. 

There are some reductions 
in the proposed schedule. H. 
F. Richardson of New York 
City, representing the Na- 
tional Council on Compensa- 
tion Insurance, told why the 
companies need an emergency 
increase of 4.5 per cent to 
cover losses sustained this 
year and anticipated in 1932, 
because of the general busi- 
ness conditions. 

The other increases in the 
schedule are based on the 
Missouri experience of the 
companies in 1929, the last 
year for which complete sta- 
tistics are available. Mis- 
souri employers pay approxi- 
mately $6,000,000 annually 
for compensation insurance. 

Richardson pointed out 
that many States have re- 
cently granted increased 
rates for compensation pro- 
tection, including practically 
all of the States bordering 
Missouri. 

Elmer Donnell, managing 
director of Associated Indus- 
tries of Missouri, and H. L. 
Northrup, insurance expert 
for that organization, both 
from St. Louis, discussed the 
new rates from the em- 
ployers’ viewpoint. A num- 
ber of industrial and com- 
mercial concerns were also 
represented at the hearing. 
Insurance men from St. Louis 
and Kansas City were in 
attendance. Superintendent 
Thompson is expected to an- 
nounce his decision shortly. 


derwriting profit this year. 
We have kept our volume of 
business down this year, be- 
cause there has been nothing 
to invest it in. We have also 
cut out a lot of undesirable 


\I believe we will show an un- | business.” 
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AGENTS & BROKERS 


INSPECTIONS 











Sunn eee 








Leon Irwin & Co. 


NEW ORLEANS, LA. 


Insurance Since 1895 


Brokerage Lines Solicited 








J. H. OROURKE, Jr. 
UNDER COVER ANI) STRAIGHT 
CLAIM INVESTIGATIONS 


HONES: 
GERMANTOWN 5103 
PHILADELPHIA, PA. 


LOMBARD 1674 
DREXEL BLDG. 











ACTUARIES 


mn 


ACTUARIES 











Established 1865 by David Parks Fackler 
EDWARD B. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 


Consulting Actuaries 





Audits Calculations Consultants 
Examinations Valuations 
25 CHURCH STREET NEW YORK 


MILES M. DAWSON & SON 
CONSULTING 
ACTUARIES 


500—Sth Ave.—at 42nd Street 
NEW YORK 








WoopDWARD, FONDILLER and RYAN 
Consultants 


Actuarial, Accounting and 
Management Problems 


90 John St. New York 


DONALD F. CAMPBELL 


Consulting Actuary 


160 No. LA SALLE ST. 
Telephone State 7298 
CHICAGO 


JAMES H. WASHBURN, F.A.LA. 
Censulting Actuary 


LIFE INSURANCE—Ordinary, Intermedi- 
ate, Group, Industrial and Special Classes 


WORKMEN'S COMPENSATION 


Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 


2004 WEST END AVE., 
NASHVILLE, TENN. 





J. Charles Seitz, F. A. I. A. 


Consulting Actuary 


Author “‘A System and Accounting for a Life 
Insurance Company” 


Attention to 
Legal Reserve, Fraternal and Assessment 
Business—Pensions. 


228 North La Salle Street, Chicago, Ill. 
Phone Franklin 6559 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 


FRANK J. HAIGHT, President 


INDIANAPOLIS 


Kansas City 


Omaha 









































GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 
150 NASSAU ST. NEW YORK 


JNO. A. COPELAND 


Consulting Actuary 


Suite 1027, Candler Bldg. 
ATLANTA, GEORGIA 


ERSTON L. MARSHALL 


Consulting Actuary 


301 Iowa Building 
DES MOINES, IOWA 


T. J. MCCOMB 


Consulting Actuary 
Colcord Bldg. 
Oklahoma City, Okla. 


FRANK M. SPEAKMAN 
Consulting Actuary 


Associates 


Fred E. Swartz, C. P. A. 
W. L. Clayton 
E. P. Higgins 


THE BOURSE PHILADELPHIA 





ALEXANDER C. GOOD 


Consulting Actuary 


807 Paul Brown Bldg. 
St. Louis, Mo. 
and 800 Securities Bidg., Kansas City, Mo. 













































L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 

128 North Wells Street 

CHICAGO 






















NEW EDITION 


revised to conform with Federal 
Estate Tax Law of 1928 


THE COST 
OF DYING 


By WILLIAM T. NASH 


This well-known leaflet has been the 
means of closing many “hopeless” 
cases for large amounts. Agents at- 
test its usefulness. It helps sell big 
policies. 


THE COST OF DYING 


proves the need for life insurance to 
protect the estates of those of mod- 
erate means, as well as men of 
wealth. 


A difficult prospect, after reading 
THE COST OF DYING 
said: ‘‘No agent on earth could sell me life 


insurance, but I am going to buy a policy 
just the same’’; and he signed up for 


$75,000. 
USE IT AND PROSPER! 
Single Copy 25 cents 
50 Copies ....$ 8.50 1,000 Copies . .$100.00 
100 Copies .... 15.00 5, Copies .. 400.00 
500 Copies .... 60.00 10,000 Copies .. 750.00 
Orders for single copies must be 
prepaid. 


THE SPECTATOR COMPANY 
243 West 39th St., 
New York 


Producing Permanent 


Policyholders 


Embracing Sales Plans of 
144 Leading Life Underwriters 


This valuable salesmanship book is 
divided into two parts, one designed 
especially for inexperienced life insur- 
ance solicitors, and the other for ex- 
perienced life underwriters. 


The chapter titles are: 


PART ONE—FOR THE INEX- 
PERIENCED AGENT 


se ent Prespect- Clesing the Transac- 
2 


Things to Know—Some to Forget 


PART TWO—FOR THE EXPERI- 
ENCED UNDERWRITER 
Setting « Definite Ideas Off the Beaten 

Goal Path 


Keeping Old Ceon- Programming Insur- 


tracts anee 
Cracking Some Hard Newer Plans of Pro- 
Nuts tection 


Agency Building and Claims Service 


Producing Permanent Policyholders 
sets forth many proved plans and 


business-gettin experiences of men 
who have made outstanding records 
in the life insurance business and are 
thus qualified to offer sound advice 
and suggestions to others. 


Price, $2 
THE SPECTATOR COMPANY 


243 West 39th St. New York, N. Y. 





THE SPECTATOR 
December 31, 1931 
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Georgia Ruling 
Is Modified 


(Concluded from page 35) 


one single factor of the rate 
for revision. 

The commissioner’s origi- 
nal ruling which demanded 
that acquisition cost expense 
be reduced 2.5 per cent if a 
general increase of 10.8 per 
cent on workmen’s compen- 
sation insurance was to be 
granted, was met with a vig- 
orous protest by Walter H. 
Bennett, secretary-counsel of 
the National Association of 
Insurance Agents. Mr. Ben- 
nett declared that the com- 
missioner had acted illegally, 
and that the Georgia law did 
not permit him to qualify 
his acceptance of any rate 
filed in his department by 
calling for a cut in acquisi- 
tion cost. 

THE SPECTATOR last week 
quoted Mr. Bennett as say- 
ing: 

“Not one single thing re- 
quired of the commissioner 
in this statute has been done 
in the instant case. He has 
done that which the statute 
does not authorize him to 
do, namely, approved an in- 
crease in rates conditional- 
ly. In this case the commis- 
sioner has certainly taken 
unto himself a power never 
intended to be conferred by 
the Legislature when this 
law was enacted.” 





Southern Surety Named 


The Southern Surety Com- 
pany of New York has been 
named as the defendant in 
a suit for $35,000 filed in the 
United States District Court 
in St. Louis, Mo., by the trus- 
tee in bankruptcy for the Re- 
liable Loan & Investment 
Company. The petition al- 
leges that the surety com- 
pany guaranteed a_ second 
mortgage for that amount 
made in 1926 to Jesse M. 
Sprague Realty & Construc- 
tion Company to enable that 
concern to complete a 30- 
family apartment building. 

The petition avers that the 
foreclosure of a first mort- 
gage for $100,000 and judg- 
ments under mechanics’ liens 
totaling $57,000 have com- 
pletely destroyed the value of 
the second mortgage for $35,- 
000. The Sprague company 
has never paid the loan, which 
was originally made by Mrs. 
C. M. Kennel. Later the deed 
of trust was sold by Mrs. 
Kennel to the Reliable Loan 
& Investment Company. 


THE SPECTATOR 
December 31, 1931 





CONTINENTAL TO ISSUE 
NEW “NON-CAN”’ COVER 


Although the present form 
of non-cancellable accident 
and health policy used by the 
Continental Assurance Com- 
pany and the Continental 
Casualty Company of Chi- 
cago will be withdrawn after 
today, the company will is- 
sue new forms beginning 
Feb. 1, 1982. 

The announcement of the 
action and of the new fea- 
tures to be contained in the 
new policy made by President 
H. A. Behrens is looked upon 
as one of the most signifi- 
cant yet taken in the non- 
eancellable accident and 
health field. 

In his announcement Pres- 
ident Behrens says, in part: 

“The program for a new 
issue of non-cancellable poli- 
cies and rates has been de- 
cided upon, but we find it 





physically impossible to sup- 
ply new rate sheets and poli- 
cies prior to Feb. 1, 1932, and 
for that reason subject to 
the following modifications 
and exceptions, the present 
non-cancellable policies of the 
Continental Companies at the 
present rates will be sold up 
to and including Jan. 31, 
1932. The modifications and 
exceptions are as follows: 

“(1) No life indemnity 
riders will be issued. 

“(2) Maximum age at en- 
try is insuring age 50. 

“(3) The limit of monthly 
indemnity (including  non- 
cancellable insurance now 
carried) for either or both 
Continental companies will 
be $300. 

“The new program for non- 
ecancellable will be effective 
Feb. 1. 





A Fomeus Pedestrian Who Stopped a Truck 





Winston Churchill, above, British writer and member of Parlia- 
ment, who on leaving a New York Hospital where he was 
recovering from injuries sustained when he was hit by a truck, 


said “it was all my own fault.” 


Both Mr. and Mrs. Churchill 


created favorable comment in New York for the cordial treat- 
ment which they accorded the truckdriver, the latter being invited 


to tea at the Waldorf-Astoria by Mrs. Churchill. 


Despite Mr. 


Churchill’s good humored fairness the accident points out the 
insurance moral that both personal accident and public liability 
insurance are needed by both great and small. 








41 


Property Bonds Aided 
By Special Insurance 





Continental’s Study Shows 
Issues Protected By 
Varied Covers 





In order to make bonds 
issued against certain types 
of property safer and there- 
fore more attractive to in- 
vestors, bankers are not only 
insuring the underlying as- 
sets against physical hazards, 
but are insuring also against 
loss of income which would 
result from interrupted oper- 
ations, according to the Con- 
tinental Insurance Co. 

“For example,” the com- 
pany says, “the Holland 
Tunnels, against which bonds 
were issued by the Port of 
New York Authority, have 
been insured against damage 
by pre, flood, windstorm, 
passing ships and other dan- 
gers to the extent of $30,- 
000,000. In addition, the in- 
come of the tunnels, the basis 
of bond interest payments, 
has been protected on the 
basis of $7,000,000 annual 
receipts. Owing to the large 
amount involved, the lines 
are carried by a group of 
companies and not by the 
Continental alone. 


“The windstorm protection 
was included in the tubes 
policy because some of its 
auxiliary properties, includ- 
ing ventilating shafts and 
equipment, and other struc- 


tures are above ground. 
“The new Washington 
Bridge over the Hudson 


River has been similarly in- 
sured against physical dam- 
age, its policy having a face 
value of $25,000,000.” 





National Casualty Names 
Munkenbeck Agency 


A. H. Munkenbeck, Inc., 
146 Pierrepont Street, Brook- 
lyn, has been appointed bor- 
ough agent for the National 
Casualty Company of De- 
troit. ‘The agency is com- 
posed of A. H. Munkenbeck, 
president, and Walter L. 
Kramer, secretary, both of 
whom are well known to the 
brokers through many years 
spent in the business. The 
corporation recently was ap- 
pointed Brooklyn and sub- 
urban agent for the Central 
Fire Insurance Company of 
Baltimore, so it now is 
equipped to handle all lines 
of insurance except life. 


Casualty, Surety, Etc. 























We have desirable territory open in Cali- 

fornia and other states for experienced 

Insurance men of character and ability. 
Liberal Agency Contracts. 


LIFE : ACCIDENT : HEALTH 


INSURANCE 


Pacific States Life Insurance 
Company 
WILLIAM L. VERNON, President 
HOLLYWOOD CALIFORNIA | 















BIG OPPORTUNITIES WITH 


Great Republic Life Insurance Company 


OF LOS ANGELES 


This Company has attractive General Agency openings 
in Texas, Missouri, Kansas, New Mexico, Arizona and 
California. Very attractive first year and renewal commis- 
sions and exceptional line of policies. If you have a satis- 
factory record of successful experience and are interested 
in building a profitable future with a progressive Western 
company, communicate immediately with W. H. Savage, 
Vice-Pres., Great Republic Life Building, Los Angeles, Cal. 


















PUBLICATIONS OF C. & E. LAYTON 
The undersigned are sole agents in the United States for the old estab- 
ng of London, England, 
whose long list of publications on fire, life, marine and other branches 
of insurance embrace the most valuable and standard ti on these 
subjects. Send Ten Cent Stamp fer Catalogue. 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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Use and Occupancy Insurance Simplified 
By HOWARD CAMPBELL 


Read this remarkably clear and concise explanation of a 


most important type of insurance coverage that is far too 
little understood by the agent and which should be much 
more widely written than is at present the case. 


Price per copy $1.00 


THE SPECTATOR COMPANY 


Division of United Business Publishers, Inc. 


243 W. 39th St., New York 
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Have You Ordered Your Copy 








| Sales Possibilities 
Undeveloped in Maryland! 


Generous Contract . . 


OPPORTUNITY! 


Desirable Territory Open for General Agencies 


Liberal Contracts. 
THE CAPITOL LIFE INSURANCE COMPANY 
Denver, Colorado 

















We Have Some of the Best 
Counties in the State Open 
for Direct Appointment. 

. Full Policy Service 
Sincere Home Office Cooperation. 
George Washington Life Insurance Co. 
Charleston, West Virginia 


—_- nes _—— 
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BALTIMORE NEW YORK 


A PROGRESSIVE 








SURETY and CASUALTY 
COMPANY 
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Louis M. Crandall, Personal Producer Extraordinary! 


who for over eight years has not missed a single week 
of writing from one to thirty-five applications shares his 





knowledge with you. 
INDIRECT SELLING 


A new book by this dynamic personality will be 
published in the near future. 
Send in and Reserve a Copy for Yourself 
Price, $2.50 


THE SPECTATOR COMPANY 
NEW YORK, N. Y. 


243 WEST 39TH STREET 

















FIRE REINSURANCE TREATIES 


Eagle Fire Insurance Company 
New Jersey 


Baltica Insurance Co., Ltd. 


Denmark 
Franklin W. Fort Thomas B. Donaldson 


18 Washington Place, Newark, N. J. 
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ATLANTIC LIFE 
INSURANCE COMPANY 


Richmond, Virginia 





| Honestly, It’s the Best Policy 






































The Home Life Insurance Company 
of America 
Protects the Entire Family 


Home Life Agents are equipped to serve every need for 
protection. Modern policies are issued on both Industrial 
and Ordinary plans from birth to Age 65 next birthday. 
The Home Life sales-kit means a whole family of poten- 


tial policyholders back of every door-bell. 





There Is a Home Life Policy for Every Purse and Purpose 


Over One Hundred Millions in Force 


Independence Square Philadelphia, Penna. 


(Interested in Replies from Pennsy!vania and Delaware) 
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“A Life Insurance Company” 


having a Special Proposition to submit to a 
selected limited number of people in the States 
of Maryland and Virginia desires to secure the 
services of two high-class Life Insurance Sales- 
men. 


Address: Confidential care THE SPECTATOR 























| THE WOMAN’S BENEFIT ASSOCIATION 


The Largest Actuarially Solvent Fraternal Benefit Society in the 
World Managed Exclusively by Women 
Organized October 1, 1892 


WOMEN DEPUTIES WANTED 


Good Territory Everywhere in United States 
and Canada for Qualified Field Applicants 
Total Funds Over $30,000,000 
Benefits Paid Since Organization Over $41,000,000 
For Further information write to 
THE INTERNATIONAL HEADQUARTERS 


W. B. A. Building Port Huron, Michigan 
Bina West Miller Frances D. Partridge 
Supreme President Supreme Secretary 
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The ALEXANDER LIFE 
INSURANCE COURSE 


A SERIES of five books, thoroughly cover- 
ing the fundamentals, principles and prac- 
tice of the life insurance business and out- 
lining the most successful methods of 
salesmanship, prepared by one of the ablest 
authors and instructors of the present day, 


William Alexander. 


Wat Lire [Nsurance Is anp Wuat It DoEs.— 
An elementary text book telling what life insur- 
ance is and what it does in so simple a manner 
that the average layman may readily obtain a 
clear understanding of the basic principles of 
the life insurance system. Price, $1.50. 


How To SELL INsuRANCE.—A practical guide for 
the student of life insurance; every phase of 
insurance soliciting, enlarged and elucidated by 
practical examples and illustrations. Price, $2.00 


ArT OF INSURANCE SALESMANSHIP.—Designed to 
assist the student in acquiring the finished polish 
of the experienced and successful life insurance 
salesman. Price, $2.00. 

INCOME INSURANCE FOR FAMILY PROTECTION.— 
Arguments and reasons in behalf of the protec- 
tion of widows and orphans by means of gradual 
payments of life insurance instead of lump sum 
payments. Price,. $1.50. 


One Hunprep Ways or Canvassinc.—This 
book is full of thoughts, ideas and concrete in- 
stances where others have made sales by follow- 
ing certain methods of procedure. Price, $3.50. 


COMPLETE COURSE OF FIVE BOOKS, $10.00 


Other Books by Mr. Alexander 


THE SuccEssFUL AGENT.—A compact and com- 
prehensive treatise on salesmanship, and a clear 
explanation of the foundation principles on 
which all sound life insurance rests. Price, $2.50. 


LirE INSURANCE SIMPLY ExPLaINep.—Of great 
value to those beginning their career. Price, $1.50. 


INSURANCE FasBLes FoR LirE UNDERWRITERS.— 
Terse sayings, each carrying a lesson well worth 
remembering when canvassing. Price, $1.00. 


Lire INSURANCE FABLES FOR THE MAN IN THE 
STREET.—An inspirational little book with life 
insurance morals for the prospect. Price, 50c. 





The prices of the previously described nine 
books individually total $15.50. Take advantage 
of the 

SPECIAL PRICE:—ALL NINE BOOKS 

ORDERED TOGETHER $13.00 


THE SPECTATOR COMPANY 


Division of United Business Publishers, Inc. 


243 W. 39th St. New York, N. Y. 


























THE HOME comraxy NEW YORK 


RENDERS— 


WE WRITE 


All Automobile Lines 


Owners’, Landlords’ 
and Tenants’ 


Public Liability 


Workmen's Compensation 


Golfers’ Liability 


Sports Liability 


All Burglary Lines 


Plate Glass 


Accident and Health 


FIDELITY AND 
SURETY BONDS 


WILFRED KURTH 
President 








a personal service 
to Agents and Brokers 


a 


Complete Facilities 


are at your disposal 


on all — 


Casualty 
and 
Surety Lines 


fo) 


ew vor, 


111 JOHN STREET NEW YORK, N.Y. 











